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U.S. * OUR VISION IS TO DELIVER VALUE TO COMMERCIAL AND GOVERNMENT ENTERPRISES BY SUPPLYING SOFTWARE TOOLS 
THAT GIVE THEM A COMPETITIVE ADVANTAGE. * WE ARE ACHIEVING THIS THROUGH OUR MARKET-LEADING BUSINESS INTELLI- 
GENCE TOOLS, POWERPLAY® AND IMPROMPTU®; OUR APPLICATION DEVELOPMENT ENVIRONMENTS, POWERHOUSE? AND AXIANT®; 
AND WITH OUR LATEST BREAKTHROUGH TECHNOLOGY, REALOBJECTS”. * SUPPORTED BY A WORLDWIDE NETWORK OF BUSI- 


NESS PARTNERS, COGNOS IS AT THE FOREFRONT OF BUSINESS COMPUTING TECHNOLOGY. 
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LETTER FROM THE CHAIRMAN 


To Our Shareholders, 


In September 1995, after 21 years of leadership, Mike Potter stepped down as Chairman and Chief Executive Officer 
of Cognos. Mike joined the Company in 1972, and became President in 1974; it was his vision that shaped the business 
since that time. 

At the outset, Cognos was a “programming shop” developing custom-made applications for individual clients. In 
the late 1970s, Mike anticipated the growing need for application development tools, and the Company was transformed 
into a provider of fourth-generation language tools. PowerHouse, the Cognos 4GL, continues today as the foundation of 
a very successful application tools business. Later in the 1980s, Mike anticipated an emerging market need for enhanced 
data access, analysis, and reporting tools. He initiated the research and development that led to PowerPlay and 
Impromptu—and the Company’s outstanding success over the last three years in the new market of business intelligence. 

Under Mike’s leadership, Cognos has become a world-class software company with annual sales in excess of 
C$200 million and more than 1,000 employees in offices around the world. The management team that Mike built, now 
under the leadership of Ron Zambonini, is fully capable of continuing the Company’s growth and profitability. 

Although Mike is no longer involved in the day-to-day running of the business, the culture and values of Cognos 
will bear his mark for years to come. On behalf of all shareholders, we on the Board would like to express our deep grati- 
tude and appreciation to Mike for his invaluable contributions to the Company. We will continue to look to him for advice 


and insight as an involved director and our largest shareholder. 


pa 


JAMES M. Tory 


Chairman of the Board 


LETTER FROM THE CHIEF EXECUTIVE OFFICER 


To Our Shareholders, 


This was an outstanding year for Cognos. Our financial performance in fiscal 1996 progressed significantly, with continued 
sharp increases in both revenue and income. It is no exaggeration to say that Cognos has set new records for itself in all 
measures by which a company’s performance is judged. 

These results—our best ever—reflect our strong operational performance, skillful management of our mature 
PowerHouse fourth-generation language (4GL) products, and the growing momentum behind our business intelligence 
(BI) software. 

Last year, our BI tools, Impromptu and PowerPlay, emerged as the clear leaders in their market. At the same time, 
we continued to provide value to our PowerHouse customers with world-class service and a manageable migration path 
to client/server technology with Axiant. And we enhanced our operational performance through continued improvements 
in productivity. 

Fiscal 1996 was also the year that James Tory was appointed Chairman of the Board, and I took on the additional 
role of Chief Executive Officer (CEO). Whenever a company’s leadership changes, its shareholders have the right to know 
more about the new CEO’s view of the business and its future. Therefore, in the balance of this letter, I’d like to offer my 
perspective on this enterprise we call Cognos, and to share with you my vision for its future. 

Cognos is a company with a strong sense of identity. We are in one business, and one business only: we provide 
tools that build business. Our focus is on offering our customers technologies that help them gain a competitive advantage. 
Cognos does this today in two ways. 

First, we have tools that simplify and accelerate the process of developing strategic business applications—so appli- 
cations can be quickly deployed and modified in response to changing business conditions and new market opportunities. 

Second, we provide access to the wealth of information buried within corporate databases— information that, 
combined with the insight and imagination of our customers, can reveal opportunities and problems in their organizations. 

Together, these capabilities have brought us to this record year in our corporate history. Our vision going 
forward is this: to make Cognos a major global software company, a company that enterprises worldwide will look to for 
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anticipating and meeting their needs for software information tools. We will pursue this vision by aggressively 


augmenting our existing capabilities through the development and acquisition of new and emerging technologies that 
give our customers a competitive advantage. 

This annual report describes how we plan to achieve this growth. It examines our core competencies— the essen- 
tial strengths that enabled our success in fiscal 1996—as well as the strategies that will carry us forward in the years ahead. 

Of course, the greatest success factor of all is our people. As a software company, our only raw materials are the 
talent, intellect, and energy of our people—and I applaud them all for their many outstanding contributions in fiscal 
1996. The development team behind Impromptu 3.0 delivered a high-performance, feature-rich product that stands 
alone in its class. Our marketing people have utilized every channel of communication to build marketplace demand 
for our products. Our people in sales proved how efficient and productive they can be— growing software license sales by 
32 percent without increasing their average headcount. And our application development tools team has not only done 
a masterful job of maintaining profitability for the mature PowerHouse products, they have also been developing new 
technology that we believe will sustain and renew this part of our business. 

These are the kinds of achievements that are only possible when a team truly shares a common vision and is sparked 
by the spirit of success. 

In fiscal 1997, we will continue to consolidate our leadership in business intelligence. We will introduce new tech- 
nologies that enable the rapid development of strategic applications for today’s demanding business environment. We will 
continue to anticipate the needs of our customers. We will broaden our product portfolio through innovative development 
and acquisition of leadership technologies and products. And we will work to 


continue delivering improved business performance for you, our shareholders. 
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RON ZAMBONINI 
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President and CEO 


FINANCIAL HIGHLIGHTS 
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TOTAL REVENUE REVENUE PER EMPLOYEE 
1996 
Revenue $207,567 
Gross research and development costs 26,891 
Income (loss) before taxes 32,085 
Net income (loss) 23,907 
Net income (loss) per common share” 1.74 
Cash and short-term investments 108,927 
Total assets 192,123 
Total debt 3,765 
Shareholders’ equity 107,440 


GROSS R&D COSTS CLOSING SHARE PRICE 


YEARS ENDED THE LAST DAY OF FEBRUARY 


1995 1994 1993 


($000s Canadian, except per share amounts) 


$168,161 $150,109 $147,668 
23,058 20,363 20,121 
16,007 6,670 (6,059) 
11,365 3,981 (7,914) 
0.86 0.31 (0.62) 
74,984 47,139 42,332 
150,740 126,103 114,258 
3,934 4,021 4,565 
76,860 61,172 56,575 


February of each year 


1992 


$145,186 
17,920 
7,735 
5,244 
0.43 


48,571 
120,920 
D203 
63,259 


(1) On April 8, 1996, the Board of Directors of the Company declared a three-for-one stock split, effected in the form of a stock dividend, payable on or about May 15, 199€ to 
shareholders of record at the close of business on May 8, 1996. After May 9, 1996, all historic share information will be restated to reflect this split; the net income (loss) per 
common share will be one-third of the original value. See Note 12 of the Notes to the Consolidated Financial Statements. 


Changes in ae software industry are happening at 


an increasingly rapid pace. Customers are faced wh ve 


a dizzying array of information technology strategies o 


and innumerable product choices. The software — 


companies that succeed in this environment will b a oe 


those that can communicate and deliver on a simple, - 


compelling value proposition. At Cognos, we believe” - | 


we are doing just that — by providing’ tools that 
build business.’ 
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The market segment where this has been so evident 
for us recently is business intelligence tools. The © 
value proposition is simple: turn the vast stores of 
corporate data into information that can improve 
an enterprise’s decision-making. We have commu- 
nicated this proposition, we have delivered with 
product excellence, and we have been rewarded in 
the marketplace. | 


FULFILLING THE PROMISE OF SUCCESS 


Fiscal 1996 was the year in which Impromptu and PowerPlay achieved the kind of critical recognition and broad market- 
place acceptance that characterize true industry leadership. 

Impromptu 3.0, the newest release of our popular data access and reporting tool, received the prestigious 1995 
Product of the Year award from InfoWorld magazine in the U.S. And PowerPlay 4.0 was accorded a significant industry 
award in April 1996, when it was named the Corporate IT Excellence winner in the Data Analysis/Decision Support cate- 
gory by PC Week magazine. Impromptu and PowerPlay together received a similar award from 01 Informatique magazine 
in France, which gave the duo the coveted “recommandé” label in the EIS/DSS category, calling them “remarkable for 
their speed and relative simplicity.” This level of recognition, coupled with soaring sales of these products, confirms that 
our business intelligence products are meeting a very real market need. 

To ensure that all our products continue to deliver value and results to customers, we intend to leverage four core 
competencies on an ongoing basis: our ability to identify emerging market needs; to design and deliver functionally 
rich, high-quality products; to establish fruitful, long-term relationships with customers and partners; and to effectively 


manage product life cycles. 


1. Identifying Market Needs 


Innovation does not occur in a vacuum. At Cognos, it is the result of understanding the long-range significance of trends 
in both business and technology, recognizing needs that have yet to be articulated, and finding the most effective means 
to fulfill them. 

When application development moved from centralized mainframes to departmental midrange computers in the 
early 1980s, Cognos was there with PowerHouse, a 4GL that accelerated and simplified the development of departmental 
applications. 

In the mid-1980s, Cognos saw that end users’ needs and demands would soon outgrow the limitations of their 
standalone PCs. Corporate business models were becoming less hierarchical, and decision-making power was shifting to 


profit-and-loss centers. Realizing that distributed computing would provide an opportunity to deliver corporate 


business information to additional, newly empowered decision makers, Cognos unleashed the spirit of innovation and 
began developing a new class of data access, analysis, and reporting software. PowerPlay was introduced in fiscal 1990, 
followed by Impromptu in fiscal 1992. 

Today, as our business intelligence tools address the growing needs of the corporate marketplace, the spirit of 
innovation lives on at Cognos. While our products are well positioned to fulfill today’s needs, our vision is broad. In fiscal 
1997, we plan to enrich the capabilities of our business intelligence products by adding additional products for data 
mining and forecasting. We are also investigating the impact and use of visualization capabilities, and of newer platforms 
that will extend the enterprise, such as the Internet and the World Wide Web. 

There is also a growing demand for application development tools that will enable corporations to develop and 
modify strategic applications as quickly as business opportunities emerge and change. The advent of objects and compo- 
nent architectures made it theoretically possible for companies to develop these strategic applications in modular blocks 
that could be saved, reused, and easily modified—shrinking development time and cost dramatically and increasing 
the responsiveness of business. But in a 1995 survey of IS executives conducted by Forrester Research, Inc., 50 percent of 
respondents said that their programmers do not have the skills required to use the current generation of object-oriented 
development tools, given the complexity that they entail. 

In the second half of fiscal 1997, Cognos plans to introduce a new application development tool, RealObjects, to 
address the need to make the building of complex client/server applications more accessible to the “average” developer. 
RealObjects will deliver on this need with greater ease of use, automatic generation of more complex objects, and a com- 
ponent architecture for fast time to result. Just as Impromptu has harnessed the power of SQL to unlock corporate 
databases, we believe that RealObjects will harness the power of object-orientation to create powerful, reusable applica- 
tions that offer companies a competitive advantage. 

Over the past six years, Cognos has sustained its research and development spending at an average of 13 percent 
of revenue. By continuing to devote this substantial level of resources to identifying and addressing the future needs of 


our customers, we will continue to fuel the engine of innovation. 
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“Innovation does not occur in a vacuum. At Cognos, it is the result of understanding the 
long-range significance of trends in both business and technology, recognizing needs that have yet 
to be articulated, and finding the most effective means to fulfill them.” 


___2. Engineering Excellence into Our Products 
While innovation is the key ingredient in a company’s ability to achieve early market leadership, product depth and quality 
are what will maintain that lead. The quality, robustness, and functional richness of Cognos products can be measured in 
both customer satisfaction and the published opinions of industry analysts and the trade press. 

Customer satisfaction has kept PowerHouse delivering results for more than 15 years. In a world of technological 
uncertainty, PowerHouse offers its customers something truly valuable—a strong, stable, mature product that has been 
continuously enhanced and updated to meet their evolving business needs. To date, more than 12,000 customers in coun- 
tries throughout the world have licensed PowerHouse to develop applications that range from simple reporting to running 
their entire business. 

The Cognos tradition of product excellence continued in fiscal 1996 with Impromptu 3.0. In a benchmark com- 
parison of five Windows-based query and reporting tools in InfoWorld magazine, Impromptu 3.0 was ranked number one 
by a wide margin, receiving a “Hot Pick” from the testers. And in their citation of Impromptu as Product of the Year, 
InfoWorld editors commented, “...speed, security, scalability—it’s obvious that the design and development process for 
Impromptu was anything but, well, impromptu.” John Faig of the Meta Group concurred, declaring that “Impromptu is 
currently best of breed.” 

PowerPlay also continued to gather momentum throughout fiscal 1996. Version 4.1, released early in the fiscal 
year, included significant functional enhancements, including improved support for large multiuser and mobile installa- 
tions, incremental update capabilities, and an enhanced Portfolio. By the end of the fiscal year, more than 150,000 copies 
of PowerPlay had been installed around the world. Capturing PC Week’s Corporate IT Excellence Award for Data 
Analysis/Decision Support was a high point for Cognos. PC Week considered over 1,000 products in their search for those 
that best define their standard of enterprise excellence. In announcing the award, the magazine editors commented that 
“PowerPlay provides fast decision-support capabilities that let users slice and dice their data to get meaningful results... 
[It] faced the challenges of PC Week Labs’ tests and proved to meet the enterprise-wide needs of corporate IT profes- 


sionals through excellence in product design and implementation.” 
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Other positive reports came from such respected sources as International Data Corporation, Gartner Group, 
UBS Securities, and Alex. Brown & Sons. Overall, according to the Dow Jones News Retrieval Service, press coverage of 


Impromptu and PowerPlay—in the U.S. alone—increased by 114 percent over fiscal 1995. 


3. Partnering For Success 


The power of partnering —with both customers and other vendors—is self-evident in today’s world of strategic alliances, 
“extended enterprises,’ and the “virtual corporation.” Partnerships help companies extend their reach and deliver greater 


value to customers, which is why we have made partnerships one of the cornerstones of our success at Cognos. 


THE CUSTOMER CONNECTION Much has been written in recent years about the value of customer loyalty, with good 


reason; it is a primary stimulant of profit and growth. Cognos has built customer loyalty by delivering on our promises— 
and by delivering results. Our customers, in turn, provide the essential feedback we need to establish development 
priorities and ensure that our products continue to meet their needs. 

Delivering on promises is not solely a matter of meeting software release schedules. It’s also about designing prod- 
ucts that provide real value to the customer. It’s about setting and meeting high standards for quality and product excellence. 
Its about supporting products and being responsive to a customer’s problem. It’s about anticipating what customers will 
need in the future, and helping them make a smooth transition to new technologies. 

At Cognos, we engage in many activities to help us maintain close ties with our customers. For example, through 
our Customer Visit program, approximately 70 customers visit our offices throughout the world each year to speak with 
product engineers and senior executives. We also hold user conferences around the world each year to bring customers, 
partners, and Cognos employees together to share product expertise. 

Our Customer Advisory Council provides a forum for exchanging information with key IS executives from our 
customer base. The Council helps us better understand our customers’ needs—today’s and tomorrow’s—and helps us 


ensure that we are making the right technology and product decisions. We also encourage customers to participate in beta 


“Partnerships help companies extend their reach and deliver greater value to customers, which is why 
we have made partnerships one of the cornerstones of our success at Cognos.” 


and early-adopter programs, to ensure that products under development are tested in customer environments and meet 
their requirements for functionality and product quality. 

Cognos’ “road map” services are another good example of how customer requests become Cognos deliverables. 
We created our road map services in response to customer requests for assistance in planning client/server migration and 
enterprise-wide business intelligence deployment. These step-by-step blueprints help customers accelerate implementa- 
tion, avoid risks and errors, manage costs, and ensure success. 

Support is another key to building customer partnerships. In fiscal 1996, Cognos ramped up its support activities 
throughout the corporation. In response to the growth in our BI business, we significantly increased our BI telephone 
support staff, and trained our Application Development Tools (ADT) support staff to provide BI customer support as 
well. We also began to revamp our approaches to customer call handling and problem management. We believe that new 
systems, including the adoption of a new call center system and computer-integrated telephony, will improve our respon- 
siveness and reduce call time by enabling our support staff to display and review a customer’s status and history as a 
call is routed to them. 

For customers who seek more information about our products, Cognos broadened its range of customer com- 
munication vehicles in fiscal 1996. Thousands of customers now have direct access to Cognos information 24 hours 
a day via the CompuServe online service. In fiscal 1996 we also implemented a Cognos site on the World Wide Web, 
http://www.cognos.com. We use the site to publish information about Cognos and Cognos products; to communicate with 
partners, customers, and prospects; and to run special marketing programs aimed at increasing mindshare for our products 
and generating leads. In fiscal 1997 we plan to add even more value to our electronic communication services by imple- 
menting an electronic knowledge base of information that any supported customer in the world can directly query and 
explore at any time. 

Besides enhancing support, Cognos has made it possible for customers to choose the level of support that suits their 
needs. In fiscal 1996, we began offering a range of support plans and options. Customers can now choose an appropriate level 
of support from among several options, taking into consideration the size of their Cognos product installations, the strategic 


importance of their Cognos applications to the business, the experience level of the organization, and budgetary constraints. 


Working closely with customers through all these avenues allows us to gain a better understanding of their busi- 
ness, so that we are able to offer products that not only meet their requirements, but also improve their business. As well, 


we can offer ideas and strategies to help them derive greater benefit from their Cognos investment. 


BUSINESS ALLIANCES TO REACH A BROADER MARKETPLACE __ In addition to partnering effectively with customers, Cognos 


has built a comprehensive network of business partners to help us market, sell, and support our products. These value- 
added resellers, certified resellers, and original equipment manufacturers have helped us satisfy market demand for our 
products, achieve greater geographic coverage and market penetration, and lower our cost of sale. 

In recent years, we have particularly concentrated on expanding channel marketing for our business intelligence 
products, and have seen significant growth in third-party revenues from these products as a result. In fiscal 1996, we signed 
more than 250 new channel partners to market Impromptu and PowerPlay. This expansion of our channel partners led to 
an overall increase of 105 percent in our third-party license revenue for these products. Our goal is to increase the propor- 
tion of our business that is generated by partner channels. 

At the same time, we began focusing our direct sales efforts where they could provide the most value—in 
enterprise-wide sales to large companies. As a result, in fiscal 1996, we were able to grow our direct BI sales significantly. 
The license revenue for business intelligence products generated by our direct sales force grew by 124 percent in fiscal 
1996. During the fourth quarter alone, there were more than 120 orders worth over $50,000. 

Cognos is also committed to forming alliances with vendors of complementary technologies: hardware vendors, 
database vendors, system integrators, and so on. This activity is of particular importance to our BI products. Strategic 
alliances will increase industry awareness of Cognos as the leading supplier of BI software, as well as help ensure technical 
compatibility between our products and those of different vendors, help us maximize market penetration, help us deliver 
“whole product” solutions to the market, and shorten the sales cycle. 

To achieve these goals, Cognos created the BI Insight Partner Program. This program—an industry first—is 


designed to address the needs of customers planning to implement strategic, enterprise-wide decision support systems. 
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“A company that can achieve clear market leadership in a product category—to the point that 
its product is virtually synonymous with the category—enjoys a powerful and lasting advantage over 
its competitors. As the software industry consolidates, there will be less and less room 
in the market for fringe players. For these reasons, Cognos has the objective of becoming 
a market leader in each product category in which we compete.” 


Previously, such systems were almost invariably provided by several vendors, with widely differing product architectures 
and support structures. 

Through the Insight Partner Program, Cognos and program participants will share product direction through 
advance product briefings and shared beta products, provide cooperative support and problem-solving for mutual cus- 
tomers, and engage in joint marketing activities. This cooperative effort will provide customers with a faster time to result 
in implementing their enterprise-wide decision support systems. Over 20 vendors joined the Insight Partner Program as 
charter members, and other vendors will be added in fiscal 1997. The program will address such issues as data warehousing, 


OLAP, enterprise application software, connectivity, and the World Wide Web. 


4. Managing Our Customers’ Investments 


To remain viable as a company, not only must we continue to bring innovative new products to market, but our existing 
products must evolve along with technology and changing marketplace needs. The key to long-term growth and profit- 
ability is to manage each product skillfully throughout its life cycle—from the development lab through the early-adopter 
stage, from mid-life through maturity—while being attentive to the changing needs of our customers. 

Every stage of the product life cycle demands a different set of strategies and tactics to maximize success. A good 
example is PowerHouse. With PowerHouse, Cognos has proven that it is possible for a mature product to satisfy both our 
customers and the profitability goals of our company. We have been able to achieve this important balance over time by 
shifting our distribution from new-business-oriented direct sales to installed-base, service-oriented sales and third-party 
channels; by continuously extending, enhancing, and updating PowerHouse to suit our customers’ changing needs; and 
by providing world-class service and support. 

An important part of managing the product life cycle is helping customers make the transition to new products when 


they are ready. Based on a recent survey of supported PowerHouse customers, approximately 50 percent of respondents 
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plan to move to distributed, client/server environments. These customers have invested not only money, but also years of 
effort and skills development in PowerHouse. They want to preserve and protect those investments. 

For these customers we have introduced Axiant 4GL, a client/server tool that has been optimized to allow our 
customers and partners to move into the world of distributed client/server computing. Relying on the robustness of 
PowerHouse as an underlying engine, the Axiant environment allows our customers to deliver applications in a complete 
range of client/server environments. 

As another example, when Impromptu and PowerPlay were first available, Cognos concentrated on adoption by 
existing customers, on seeding the marketplace through selective sales to high-profile early adopters, and on an intensive 
campaign to influence industry analysts. 

As our BI tools have moved from the early-adopter stage to the high-growth stage of early majority, we have 
managed the product life cycle by broadening the products’ appeal and capabilities. We continue to expand database 
support and enhance our products’ ability to satisfy a broader range of corporate customers and large-scale deployment. 
We have also aggressively pursued partnerships with vendors in other markets and industries whose capabilities com- 
plement our own. These include the leading database vendors, whose products are the repositories of most of the corporate 
data accessed by BI tools. 

On other fronts, Cognos made progress in fostering market penetration of our BI technology by sharing it with 
world-leading companies in both horizontal and vertical application software. These partnerships have helped us extend 
our global reach, grow our market share, and position Impromptu and PowerPlay as the de facto standard BI solution. 

By managing product life cycles prudently, Cognos has been able both to maximize the opportunities of our newer 
tools and sustain the profit contributions of our mature products. It is how we have achieved leadership in BI software. 


And it is why PowerHouse continues to satisfy thousands of customers 15 years after its introduction. 
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“Cognos BI business growth was 121 percent in fiscal 1996—more than one and a half times that of the category as 
a whole, and a full 20 percentage points higher than our closest competitor. We believe that Cognos 
has just scratched the surface of what it can achieve in this burgeoning market.” 


MANIFESTING THE SPIRIT OF SUCCESS 


A company that can achieve clear market leadership in a product category—to the point that its product is virtually 
synonymous with the category—enjoys a powerful and lasting advantage over its competitors. As the software industry 
consolidates, there will be less and less room in the market for fringe players. For these reasons, Cognos has the objective 
of becoming a market leader in each product category in which we compete. 

We have already achieved this distinction in the business intelligence software category—a category that is still 
in its infancy. According to industry analysts, the business intelligence software market has been growing at a compound 
annual growth rate in excess of 70 percent per year. The total business intelligence software market is expected to be 
approximately $1 billon in sales by the end of 1997. Our goal is to be the dominant supplier in this market segment, and 
we believe that we are poised to achieve it. Cognos’ BI business growth was 121 percent in fiscal 1996—-more than one 
and a half times that of the category as a whole, and a full 20 percentage points higher than our closest competitor. We 
believe that Cognos has just scratched the surface of what it can achieve in this burgeoning market. 

To further solidify our BI leadership in fiscal 1997, we plan to introduce PowerPlay 5.0. This major product revi- 
sion will offer a server product, impressive performance enhancements, greater integration between PowerPlay and 
Impromptu, and dramatically enhanced openness. Early versions of PowerPlay 5.0 client are handling between 2 and 5 
million records with a subsecond response time, while the server is handling between 10 and 20 million records with a 
subsecond response time. For the first time, in PowerPlay 5.0, users will be able to drill down to a level of summary data 
and retrieve the detailed records from Impromptu. We are also publishing an interface to our data structures that will 
allow other applications and clients to read and manipulate PowerPlay data structures. 

We will continue to expand the distribution channels for our BI tools as well, aggressively pursuing new 
partnering activities that better leverage our resources and energies to address the data warehousing and enterprise appli- 
cation software markets. As more companies build data warehouses and distributed data marts, we will provide them with 
the BI tools that enable them to unlock these vast stores of valuable business information. 

Geographically, our objectives in fiscal 1997 include continued aggressive growth in the U.S. and other English- 
speaking markets, and further developing the critically important markets in France, Germany, and Japan. 


No software company—Cognos included—can prosper on a sustained basis with only two or three successful 
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EXPANDING THE PRODUCT PORTFOLIO 


products. To be consistently successful, we must have a broad portfolio of products, at various stages of the respective 
product life cycle: in development, in the early-adopter stage, in early majority, late majority, and in maturity. By contin- 
uing to have a number of products in our portfolio—at different stages of their lifecycle—we can both fund growth and 
reduce risk for our shareholders. 

Besides developing our own new products, we will look to acquire new technologies and products that further 
our business vision. In all cases, our new products will be focused on tools that help our customers become and remain 
competitive. And they will leverage our customer relationships, our sales channels, and our core competencies. 

Above all, a broader product portfolio will supply the growth opportunities that Cognos needs to thrive as an 
independent company over the long term. We must move boldly and aggressively if we are to be counted among the top 


tier of major software tools companies that can take advantage of industry rationalization and consolidation. 


CARRYING THE SPIRIT FORWARD 

At Cognos, our success has always been achieved in clearly articulated, sure, and measured steps. We set ambitious, but 
attainable, strategic goals. We select the proper tactics to achieve them. And we execute those tactics corporate-wide on 
a daily basis. 

We believe that this ability—more than any revenue or growth statistic—says the most about Cognos as a 
company and our ability to enhance shareholder value, now and in the future. 

Cognos has four major goals in fiscal year 1997. We plan to consolidate our BI leadership, successfully launch 
RealObjects, and continue to nurture PowerHouse and Axiant. The fourth goal, spanning the other three, is to continue 
to enhance productivity to yield improved margins and returns to shareholders. 

We will achieve these goals by delivering products that provide companies with a competitive advantage. Our 
“tools that build business” will also build strong relationships between us and our customers. And Cognos, our customers, 


our shareholders, and our partners will share in the spirit—and the rewards—of success. 
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“At Cognos, our success has always been achieved in clearly articulated, sure, and 
measured steps. We set ambitious, but attainable, strategic goals. We select the proper tactics 
to achieve them. And we execute those tactics corporate-wide on a daily basis.” 


PowerPlay gives business users data. Users do their own ad hoc 
analysis of corporate data by drilling down, slicing and dicing, and exploring the data in a variety of graphical formats 
that give information instant visibility. Powerful features like ranking, exception highlighting, and 


comparing enable users to analyze every part of their business. 


Unlike traditional, hard-coded executive information systems, PowerPlay requires no custom programming. The resulting low 


per-seat cost makes it possible to deliver high-value information to every manager in the organization. 


tools that build b U Ss 1 re S) SS) 


Impromptu is the most powerful database repe esig erprise deployment, Impromptu 
leaves control over database access, security, and network impact in the hands of IS, while giving end users a friendly environment in which 
to create their own queries and reports. Impromptu’s object-oriented architecture ensures immediate consistency of control and 
administration across all users and reports. Because Impromptu delivers 1-to-1000+ seat scalability, it readily accommodates 


deployment across the widest range of users. 


Impromptu is fully 1] VI Microsoft Windows, so ne) users VJ all the & they need to point and click through the 


information in their company’s databases. They don’t need to learn a complex query language or remember what tables contain which 


information. Impromptu accesses all popular relational databases and a wide range of local and ODBC data sources. 
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PowerHouse is a proven, server-based applicatio cal programs to be written quickly and modified 


easily. PowerHouse covers all stages of the applicatio to maintenance and production reporting — 
and includes support for leading RDBMSs and proprietary file systems. A specification-based language, PowerHouse comes complete with interactive screens 
and menus, volume processes, and flexible production reporting capabilities. At the heart of the PowerHouse engine is an extensive set of automated 


a lication models that create fully functional applications with minimal coding. 


PowerHouse Client provides an Intel/Microsoft Windows or Macintosh graphical user interface for server-based PowerHouse applications. In addition 
to the server-based PowerHouse dictionary, PowerHouse Client uses a repository that can reside on the client or on the server to simultaneously support 


Windows, Macintosh, and character-based terminals with the same application. 


Axiant 4GL is a “visual 4GL” designed for vironments. Using Axiant 4GL’s migration 


utilities, developers can prepare their PowerHouse applicatt 
Developers can also use Axiant 4GL to build new procedural applications that exploit a mixed platform environment of servers, PC clients, and terminals, 


as well as many data sources. Built-in models of screens, reports, and volume transactions—plus program wizards—enable developers to 


ent, and import PowerHouse code into Axiant 4GL. 


automatically generate fully functional default applications, which can then be customized as requirdd. Because Axiant applications are built and tested on 
a PC running Microsoft Windows, they are virtually independent of the deployment platform. 


RealObjects is a new client/server development too ation services—the layer of an application where 


‘business rules unique to a company are defined, and where complex processes such as data access, transaction management and data integrity are managed. 


To rapidly build the application service layer, RealObjects offers a ol. & automatically create fully oe programs. 


Other advanced features include intelligent objects that encapsulate the business rules unique to an organization; powerful inheritance and reuse capabilities 
that allow inheritance of all data, logic, and form objects without any coding; and a repository for team development. To reduce the learning curve, 


RealObjects provides an easy-to-use, Visual-Basic-like scripting language. 
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GLOSSARY OF TERMS 


ad hoc analysis tools: Software that enables users to get 


answers from databases as questions occur to them, rather 
than having to wait for standard reports from a central 
Information Services department. 


application development tools: Software used by program- 


mers to develop applications. 


business intelligence tools: Software that gives users the 


ability to access and analyze information that resides in 
databases throughout an enterprise. 


client/server: A design model for applications running on a 


network, in which the bulk of the back-end processing, such 
as performing a search of a database, takes place on a server. 
The front-end processing, which involves communicating 
with the user, is handled by smaller programs distributed to 
the client workstations. 


CompuServe: A large online information service that offers 


file downloading, electronic mail, news, stock quotes, an 
online encyclopedia, conferences on a wide variety of topics, 
and more. 


data mining: Analyzing data for trends and relationships, 
and identifying important factors hidden in corporate data. 


data warehouse: A blend of technologies that integrates 


operational databases into a single database designed specifi- 


cally for analytical processing, such as decision support. 


distributed computing: A computer system in which 


multiple users are joined by a network, and share common 
resources such as file servers and printers. 


fourth-generation language (4GL): A programming 


language that does not require program logic and sequence 
to be stated explicitly. 


Internet: A worldwide system of linked computer networks 


that facilitates data communication services such as file trans- 
fers, electronic mail, and newsgroups. The Internet is a way of 


connecting existing computer networks that greatly extends 
the reach of each participating system. 
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midrange computer: A multiuser computer designed to 


meet the needs of a small company or a department. A mid- 
range computer is more powerful than a personal computer 
but not as powerful as a mainframe. Typically, about 4 to 
100 people use a midrange computer simultaneously. Also 
called minicomputer. 


micro computer: The smallest and least expensive class of 


computer; any small computer based on a microprocessor. 
Also called personal computer (PC). 


multidimensional data: Data that has been organized so 


it can be analyzed from a variety of angles. 


object-oriented programming: A form of programming 


in which modules of software are reused and interchanged 
between programs. 


OLAP (online analytical processing): A software 


technology that enables fast analysis of shared multi- 
dimensional information. 


relational database management system (RDBMS): A data- 


base system in which some data items in one type of record 
refer to records of a different type. Relational databases give 
users the flexibility to link (join, or create a relationship 
between) information stored in different types of records. 


UNIX: An operating system used on a wide variety of 


computers, from mainframes to personal computers, that 
supports multitasking and is ideally suited to multiuser 
applications. UNIX is a very flexible operating system, well 
suited to the needs of advanced computer users. 


Microsoft Windows: A graphics-based operating system 


created by Microsoft Corporation for IBM-compatible 
personal computers. 


World Wide Web: An Internet subsystem that uses 


hyperlinks to connect files. Users jump from one document 
to another—and from one computer network to another — 
by clicking on underlined words or phrases. The Web has 

a graphical user interface, and incorporates graphics, sound, 
animation, and video in addition to text files. It has 

become the preferred medium for publishing material 

on the Internet. 
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NET INCOME 


OVERVIEW 


Cognos develops, markets, and supports computer software tools—both directly and through resellers worldwide. 
The Company’s business intelligence tools, PowerPlay and Impromptu, give end users the ability to independently 
access, analyze, and report corporate data from their desktop personal computer. The Company’s application 
development tools, PowerHouse and Axiant, are used by software developers to create software application programs 
for corporate information systems that operate within midrange and networked midrange server and micro- 


computing environments, including UNIX and Windows. 


Revenue is derived from the licensing of software and the provision of related services, which include product 
support and education, consulting, and other services. The Company generally licenses software and provides services 
under standard industry terms. Customers may elect to contract with the Company for product support, which 
includes product and documentation enhancements, as well as telephone support, by paying either an annual fee or 
fees based on usage of support services. 


The Company operates internationally, with a substantial portion of its business conducted in foreign currencies. 
Accordingly, the Company’s results are affected by year-over-year exchange rate fluctuations of the Canadian dollar 


relative to the U.S. dollar, various European currencies, and to a lesser extent, other foreign currencies. 


Many of the technical terms used in the following discussion are defined in the glossary of terms on page 28. 


RESULTS OF OPERATIONS 


On April 8, 1996, subsequent to the year-end, the Board of Directors of the Company declared a three-for-one stock 
split, effected in the form of a stock dividend, payable on or about May 15, 1996 to shareholders of record at the close 
of business on May 8, 1996. The per-share amounts in this Management’s Discussion and Analysis have not been 


restated to reflect this split, unless otherwise indicated. 


Total revenue for the year ended February 29, 1996 (fiscal 1996) was $207.6 million—the highest in the Company’s 
history—and was 23% more than fiscal 1995 revenue of $168.2 million. Fiscal 1995 revenue was 12% higher than the 
$150.1 million revenue recorded in fiscal 1994. Net income for fiscal 1996 was $23.9 million—more than double the 
$11.4 million reported in fiscal 1995. Net income in fiscal 1995 was more than double the fiscal 1994 net income of 
$4.0 million. Net income per share for fiscal 1996 was $1.74 compared to $0.86 in fiscal 1995 and $0.31 in fiscal 1994. 


The improvement in the financial performance over the past two fiscal years was primarily due to the Company’s 
growth in revenue, which more than offset the increase in total operating expenses. The growth in revenue in fiscal 
1996 from fiscal 1995 was attributable to an increase in productivity of 18%, as measured by total revenue per average 
employee levels. Productivity in fiscal 1995, as measured on the same basis, improved by 14% from fiscal 1994. Total 
operating expenses increased by 17% in fiscal 1996 from fiscal 1995, and increased by 7% in fiscal 1995 from fiscal 
1994. However, total operating expenses over the last two fiscal years have continued to decrease as a percentage of 
total revenue. Operating income in fiscal 1996 was $27.2 million compared to $13.5 million and $5.2 million in fiscal, 
1995 and 1994, respectively. 
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The following table sets out, for each fiscal year indicated, the percentage that each income and expense item bears to 
revenue, and the percentage change of each item as compared to the prior fiscal year. 


PERCENTAGE OF REVENUE PERCENTAGE CHANGE 
FROM FISCAL 


, “FISCAL att: ‘ak See 1995 TO 1994 TO 


1996 nie 1995 (AR? ey 1996 1995 

Revenue 100.0% 100.0% 100.0% 23.4% 12.0% 
Operating expenses 

Cost of product license D5 2.8 oy 0.0 (16.2) 

Cost of product support 4.9 6.6 Sy), (8.3) 30.7 

Selling, general, and administrative 65.0 69.2 (ED 15.9 55 

Research and development 14.7 1335 12.6 36.3 18.5 

Restructuring charges — — 1.0 — a 
Total operating expenses 86.9 | 91n9 96.5 16.6 6.7 
Operating income 13.1 8.1 30) 101.2 158.6 
Interest expense (0.3) (0.4) (0.4) 5.6 (2.6) 
Interest income 2.6 1.8 1.4 78.5 49.4 
Income before taxes 15.4 9:5 4.5 100.4 140.0 
Income tax provision shy) 2, 1.8 76.2 72.6 
Net income 11.5% 6.8% 2.7% 110.4% 185.5% 


* not meaningful 


FISCAL 1996 COMPARED TO FISCAL 1995 


REVENUE 


The Company’s total revenue (consisting of product license, product support, and services revenue) was $207.6 
million, an increase of $39.4 million or 23% compared to fiscal 1995. Even though a substantial portion of the 
Company’s business is conducted in foreign currencies, the year-over-year exchange rate fluctuations of the Canadian 
dollar relative to the U.S. dollar, various European currencies, and to a lesser extent, other foreign currencies had a 


minimal effect on the increase in revenue in fiscal 1996 from fiscal 1995. 
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The Company’s significant growth in total revenue was derived primarily from the Company’s business intelligence 
tools, PowerPlay and Impromptu. PowerPlay empowers business people to analyze and understand multidimensional 
business information. Users do their own ad-hoc analysis of corporate data—by drilling down, slicing and dicing, 
and exploring the data in multiple graphic displays. Impromptu is a graphical query tool that applies business context 
to the database, making it easier to reflect the user’s view and understanding of the business rather than the data’s 
own physical structure. This gives the users the ability to quickly access data—regardless of where the data is stored— 
and to create useful, high-impact reports. 


The increase in the fiscal 1996 total revenue for these two products was 121% compared to fiscal 1995. The 
percentage of total revenue derived from these tools was 45% and 25% in fiscal 1996 and 1995, respectively. In prior 
years the contribution to the Company’s performance from these tools was overshadowed by the results from the 
Company’s more established application development tools market. The contribution from the business intelligence 
tools is now having a strong, favorable impact on the revenue of the Company. The Company believes that these tools 
respond to the current market trends toward client/server networks and the growing need for distributing corporate 
information to the end user’s desktop. The Company believes that this growth confirms acceptance of the Company's 


business intelligence tools by the market. 


The revenue increase from the business intelligence tools was offset by a net revenue decrease of 9% from the 
Company’s application development tools, PowerHouse and Axiant. These tools address the Company’s more 
established application development tools markets (dominated primarily by a class of applications characterized by 
midrange-centric, forms-driven, procedural-type applications). PowerHouse is a server-based application 
development toolset that allows developers to work in classic character-based development environments. 
PowerHouse applications can be deployed on either terminals or Microsoft Windows-based PCs. PowerHouse also 
supports a wide variety of server platforms—both proprietary and industry-standard. Axiant, the next generation of 
PowerHouse, allows customers to extend the life of, and to protect the investment in, their existing applications while 
at the same time providing them with the tools necessary to deliver new client/server applications in their existing 
environments. The decline in revenue in this market is consistent with the trend that the Company has been 
experiencing over the past two fiscal years and is consistent, in the Company’s view, with the market trend away from 


proprietary systems and host-based computing towards industry-standard systems and client/server technology. 


The growth in fiscal 1996 in total revenue from the three revenue categories was as follows: a 32% increase in product 


license revenue, a 7% increase in product support revenue, and a 51% increase in services revenue from fiscal 1995. 
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APPLICATION DEVELOPMENT 
Product License Revenue 


The Company’s operations are divided into three main geographic regions: (1) North America (includes Latin 
America), (2) Europe (consists of the U.K. and Continental Europe), and (3) Asia/Pacific (consists of Australia and 
countries in the Asia/Pacific region). Their contributions to fiscal 1996 and 1995 total revenue were as follows: 


FISCAL 1996 FISCAL 1995 
% OF TOTAL % OF TOTAL 
Sri neieret 2 SS teckey ah Bi ches iy AOS BEDE $008 REVENUE 
North America $117,661 57% $ 94,293 56% 
Europe 76,761 37 61,354 37 
Asia/Pacific 13,145 6 12,514 7 
$207,567 100% $168,161 100% 


In fiscal 1996, total revenue from the North American and European regions both increased by 25%, whereas 
Asia/Pacific increased by 5% compared to fiscal 1995. The increase in the North American and European regions is 
attributable to the increase in revenue derived from the business intelligence tools. See Note 11 of the Notes to the 


Consolidated Financial Statements. 


Product License Revenue 


Total product license revenue in fiscal 1996 was $103.7 million, an increase of $25.3 million or 32% when compared 


to fiscal 1995, and accounted for 50% of the Company’s revenue in fiscal 1996, compared to 47% in fiscal 1995. 


The increase in the fiscal 1996 product license revenue was predominantly due to the performance of the Company's 
business intelligence tools, PowerPlay and Impromptu. Product license revenue from these products was $61.3 
million in fiscal 1996, an increase of $32.0 million or 109% from the fiscal 1995 revenue of $29.3 million. The 
Company derived approximately 59% of its product license revenue in fiscal 1996 from these tools, compared to 37% 
in fiscal 1995. While the Company believes the product license revenue from these markets will grow in fiscal 1997, 
there can be no assurance that such an increase will occur; or, if it does occur, there can be no assurance as to the 


extent of this increase. 


Product license revenue in fiscal 1996 from its application development tools, PowerHouse and Axiant, was $42.4 
million, a decrease of $6.7 million or 14% from fiscal 1995. This decline compares to a 15% decrease in fiscal 1995 
from fiscal 1994. These results were in line with the Company’s expectations and the Company believes they reflect a 
continuing good retention of its existing customers for these products. The decline in fiscal 1996 is consistent with 
the decline that the Company has been experiencing over the past two years and is consistent, in the Company's view, 
with the market trend towards industry-standard systems and client/server technology. The Company expects a 


continuation of decreasing product license revenue from these products. 


The Company’s strategy for the application development tools market is to continue to serve and retain its 
proprietary customer base while targeting the potential growth within the newer object-oriented, distributed 
markets. To address this newer market, the Company is developing a new product within the application 
development toolset (see Fiscal 1996 Compared to Fiscal 1995 — Research and Development). There can be no 
assurance that the Company’s strategy and products in this market will offset, in full or in part, revenue declines in 
the more established markets for PowerHouse and Axiant. 
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During fiscal 1996, the Company increased the product license revenue derived from third-party distributors and 


value-added resellers to $28.7 million, an increase of $4.6 million or 19% compared to the prior fiscal year. 


Total product license revenue from third-party channels represented 28% of total product license revenue in fiscal 
1996, compared to 31% in fiscal 1995. The decline in percentage terms was due to the fact that the Company 
experienced a larger increase in product license revenue from the direct sales channel than from the third-party 
channel. Within the Company’s business intelligence market, product license revenue in fiscal 1996 from third-party 
channels increased by 105% from fiscal 1995, and represented 27% of its product license revenue in both fiscal 1996 
and 1995. 


The Company expects to continue to enhance its combined channel and marketing strategies to further develop the 
full potential within the business intelligence tools market. With respect to the channel strategy, the Company’s 
approach is to utilize a multi-tiered channel strategy ranging from a direct sales force to various forms of resellers 
and original equipment manufacturers. With respect to the marketing strategy, the Company expects to continue to 
form strategic alliance programs with system integrators, the larger accounting and consulting firms, and various 


other critical partners. 


Product Support Revenue 


Product support revenue in fiscal 1996 was $76.6 million, an increase of $4.9 million or 7% from fiscal 1995. Product 


support revenue accounted for 37% of the Company’s total revenue in fiscal 1996, compared to 42% in fiscal 1995. 


The increase in revenue in fiscal 1996 was the result of the expansion of the Company’s customer base as well as the 
renewal of support contracts. To date, expansion of the Company’s customer base has exceeded both the rate of 
cancellations of support contracts and the rate of declining license sales in the Company’s more traditional 


application development tools markets. 


In fiscal 1996, total product support revenue from the business intelligence tools comprised 16% of the total product 
support revenue, compared to 8% in fiscal 1995. Total product support revenue from the business intelligence tools 
increased 128% from fiscal 1995, whereas total support revenue from the application development tools decreased by 
3% over the same period. 


There can be no assurance that increases in total product support revenue will continue to occur at the rates at which 


they have historically occurred, or at all. 


Services Revenue 


Revenue from education, consulting, and other services in fiscal 1996 was $27.3 million, an increase of $9.2 million 
or 51% from fiscal 1995. Services revenue comprised 13% and 11% of total revenue in fiscal 1996 and fiscal 1995, 


respectively. 


The increase in fiscal 1996 was predominantly due to a significant increase in education and consulting revenue 
associated with the business intelligence tools, consistent with the trend in product license revenue in this market. 
Services revenue associated with the business intelligence tools contributed approximately 68% to this revenue 
category in fiscal 1996, compared to 38% in fiscal 1995. Total services revenue from the business intelligence tools 
increased 165% from fiscal 1995, whereas total service revenue from the application development tools decreased by 
21% over the same period. 
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COST OP 
PRODUCT LICENSE 
Percent of 
Product License Revenue 


COST OF 


PRODUCT SUPPORT 
Percent of 
Product Support Revenue 


SELLING, GENERAL, 
AND ADMINISTRATIVE 
EXPENSES 
Percent of Total Revenue 


COST, OF PRODUCT LICENSE 


The cost of product license consists primarily of royalties for technology licensed from third parties, as well as the 


costs of materials and distribution related to licensed software. 


Product license costs in fiscal 1996 remained unchanged from fiscal 1995 despite the 32% increase in product license 
revenue over the same period. This is partially the result of immaterial changes in product license revenue attributable 
to the majority of the technology licensed from third parties. With respect to the manufacturing and distribution 
costs, the Company has maintained these costs at recent historic levels due to efficiencies of manufacturing and 
packaging. These costs have also been favorably affected by the mix of products in product license revenue. These 
costs represented 5% of product license revenue for fiscal 1996, compared to 6% in fiscal 1995. 


COST OF PRODUCT SUPPORT 


The cost of product support includes the costs associated with resolving customer telephone inquiries and other 
telesupport activities, royalties in respect of technological support received from third parties, and the cost of 


materials delivered in connection with enhancement releases. 


During fiscal 1996, the cost of product support was $10.2 million—a decrease of $0.9 million or 8% compared to 
fiscal 1995—and represented 13% of product support revenue for fiscal 1996, compared to 16% in fiscal 1995. 


The decrease in fiscal 1996 from fiscal 1995 was predominantly due to lower volume-related enhancement release 
costs, which were partially offset by increases in telesupport costs to support customers using the Company’s business 


intelligence tools. 


SELLING, GENERAL, AND ADMINISTRATIVE 


Selling, general, and administrative expenses in fiscal 1996 were $134.9 million, an increase of $18.5 million or 16% 
from fiscal 1995. However, these costs decreased as a percentage of revenue to 65% in fiscal 1996 from 69% in 
fiscal 1995. 


The Company has continued, over this time period, to review and evolve its internal organizational structures 
and marketing and channel strategies in response to changes in its markets in order to maximize the efficiency 
and effectiveness of its business models. As a result, total selling, general, and administrative expenses have decreased 


as a percentage of total revenue. 


The increase in the fiscal 1996 selling, general, and administrative expenses from fiscal 1995 was predominantly due 
to increased compensation-related expenses and, to a lesser extent, subcontracting and marketing costs. The average 
number of employees within this area for fiscal 1996 was approximately 1% higher than the average for fiscal 1995, 


while revenue-per-employee increased 23%. 
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GROSS R&D COSTS 


RESEARCH AND DEVELOPMENT 


The following table sets out the Company’s gross research and development costs (net of assistance) as well as the 
amounts of software development costs capitalized and amortized, resulting in the research and development 


expenses of the Company for the periods indicated. 


FISCAL 
Bh Salles te tel ete Sais Ay adn elena a ee da are 
BE Seog BEM sce cy GA a i ane ee ee 
Gross research and development costs $26,891 $23,047 $20,291 
Amounts: Capitalized (1,184) (5,254) (5,309) 
Amortized 4,814 4,607 3,922 
Research and development expenses $30,521 $22,400 3 8,904 
Percentage of total revenue 
Gross research and development 13% 14% 14% 
Research and development 15% 13% 13% 


Gross research and development costs increased by $3.8 million or 17% in fiscal 1996 from fiscal 1995, but declined 
as a percentage of total revenue. The increase was predominantly due to costs associated with higher employee 
staffing levels within this area (the increase for the year was 15%) and other costs associated with the development of 
the Company’s product lines to meet various market requirements. 


Research and development efforts during fiscal 1996 were focused on Impromptu, PowerPlay, and Axiant. During 
fiscal 1996, various enhancements were made to both Impromptu and Axiant. Late in fiscal 1996 the Company 
announced PowerPlay 5.0, which is expected to offer increases in client performance and functionality for Online 
Analytical Processing (OLAP). As an addition to the PowerPlay client, the Company will offer a PowerPlay 5.0 server 
for increased data volumes and enhanced administrative capabilities. The client product will offer native connections 
to the three leading OLAP servers—Essbase from Arbor Software Corporation, Express from Oracle Corporation, 
and Lightship from Pilot Software, Inc. 


In addition to the above efforts, the Company initiated development of a new application development tool, 
RealObjects, which the Company expects to introduce in fiscal 1997. This new technology is expected to address what 
the Company perceives to be an emerging market for strategic, object-oriented, distributed applications. 


In fiscal 1997, the Company expects to continue its investments in research and development activities for PowerPlay; 
Impromptu; RealObjects, the Company’s new application development tool; Axiant; and selected enhancements to 
PowerHouse. As part of its business intelligence development plans in fiscal 1997, the Company expects to incorporate 
KnowledgeSEEKER and 4Thought technology into its product offerings. KnowledgeSEEKER is a data mining and 
analysis tool which the Company has licensed from Angoss Software Corporation, and 4Thought is a business 
modeling and forecasting tool which the Company has licensed from Right Information Systems Limited (RIS). Data 
mining is the ability to analyze data for trends and relationships, and identify important factors hidden in corporate 
data. The RIS software allows users to extrapolate future business performance and trends from existing data. 
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Software development costs are expensed as incurred unless they meet generally accepted accounting criteria for 
deferral and amortization. Software development costs incurred prior to the establishment of technological feasibility 
do not meet these criteria, and are expensed as incurred. Capitalized costs are amortized over a period not exceeding 
36 months. With respect to the lower level of capitalization in fiscal 1996, fewer projects met the criteria for deferral, 


while software amortization costs increased by $0.2 million. 


INTEREST INCOME 


Interest income is earned on the Company’s cash and short-term investments, and interest expense relates primarily 


to the interest on the Company’s mortgage and capital leases. 


Net interest income was $4.8 million in fiscal 1996, an increase of $2.4 million or 96% as compared to fiscal 1995. The 
increase is primarily attributable to higher ayerage levels of cash and short-term investments and, to a lesser extent, to 


higher average interest rates compared to fiscal 1995. 


TAX EXPENSE 


The Company’s tax rate is affected by the relative profitability of its operations in various geographic regions. In fiscal 
1996, the Company’s effective tax rate was 25%. As of February 29, 1996, the Company had loss carryforwards and 
timing differences, for which it had not recognized a benefit, of approximately $71 million available to reduce future 


years’ taxable income in certain jurisdictions. See Notes 8 and 10 of the Notes to the Consolidated Financial Statements. 


FISCAL 1995 COMPARED TO FISCAL 1994 


The information in the section “Revenue” and its subsections reflects the Company's product groupings and nomenclature in 
fiscal 1995. The following discussion will differ from that of “Fiscal 1996 Compared to Fiscal 1995” since markets have 
evolved and the Company’s view of the markets has been modified accordingly. 


REVENUE 


The Company’s total revenue (consisting of product license, product support, and services revenue) increased by 
$18.1 million or 12% in fiscal 1995 compared to fiscal 1994. This growth in total revenue, including the effects of 
currency exchange fluctuations, is attributable to a 12% increase in product license revenue; an 11% increase in 
product support revenue; and an 18% increase in education, consulting, and other revenue. These increases were 


derived primarily from the Company’s newer products in the business intelligence tools market. 


As a result of the Company’s international operations, the foregoing revenue changes were affected by year-over-year 
exchange rate fluctuations of the Canadian dollar, which weakened relative to the U.S. dollar, certain European 
currencies, and to a lesser extent, other foreign currencies. These more favorable exchange rates contributed 


approximately 7 percentage points to the overall revenue increase. 
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The Company’s total revenue increase reflected the significant growth in the revenue derived from the Company’s 
business intelligence tools, PowerPlay and Impromptu. The increase in total revenue for these two products was 163% 
compared to the prior fiscal year: The Company believes that PowerPlay and Impromptu respond to the current 


market trends and address the need for distributing corporate information to the end-user’s desktop. 


The revenue increase from the business intelligence tools was offset by a net revenue decrease of 6% from the 
Company’s application development tools, which address the Company’s more established (and maturing) 
application development tools market (dominated primarily by the Hewlett-Packard and Digital proprietary 
markets). The decreases in revenue from the proprietary markets are representative of a market trend towards 
industry-standard systems and client/server technology, and are consistent with the Company’s expectations and the 
trend that the Company has been experiencing. The market trend towards industry-standard systems and 
client/server technology can be characterized by Windows-based PCs networked to UNIX servers. The Company’s 
PowerHouse toolset runs on various UNIX servers with PCs in networked environments. In order to further 
capitalize on this expanding market opportunity, the Company developed, and in February 1995 released, Axiant, a 
next-generation client/server application development toolset. Axiant provides a graphical, or visual, PC-based 
application development environment and a flexible, open deployment environment for client/server applications. 
There can be no assurance that the Company’s strategy and products in this market will result in revenue increases, 


or will offset, in full or in part, revenue declines in the more established (and maturing) proprietary markets. 


The Company’s operations are divided into three main geographic regions: (1) North America (includes Latin 
America), (2) Europe (consists of the U.K. and Continental Europe), and (3) Asia/Pacific (consists of Australia and 


countries in the Asia/Pacific region). Their respective contribution to fiscal 1995 and 1994 total revenue is as follows: 


FISCAL 1995 FISCAL 1994 
% OF TOTAL ae % OF TOTAL 
$000s REVENUE $000s REVENUE 
North America $ 94,293 56% $ 84,350 56% 
Europe 61,354 3h 52,989 35 
Asia/Pacific 12,514 a 12,770 9 
$168,161 100% $150,109 100% 


Total revenue from the European region increased by 16% in fiscal 1995 from fiscal 1994, the North American region 
by 12%, whereas Asia/Pacific decreased by 2% over the comparable period. See Note 11 of the Notes to the 
Consolidated Financial Statements. 


Product License Revenue 


Total product license revenue in fiscal 1995 increased by $8.2 million to $78.4 million when compared to fiscal 1994, 


and accounted for 47% of the Company’s revenue in both fiscal years. 


Product license revenue from PowerPlay and Impromptu increased by $16.6 million or 130% in fiscal 1995 compared 
to fiscal 1994. The Company derived approximately 37% of its product license revenue in fiscal 1995 from these tools, 
compared to 18% in fiscal 1994. While the Company believes that product license revenue from this market will © 
continue to grow in fiscal 1996, there can be no assurance that such an increase will occur; or, if it does occur, there 


can be no assurance as to the extent of this increase. 
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Product license revenue from the application development tools market (primarily the Hewlett-Packard and Digital 
proprietary markets) contributed approximately 63% to the Company’s product license revenue in fiscal 1995, 
compared to 82% in fiscal 1994. Product license revenue from this market decreased by $8.4 million or 15% in fiscal 
1995 compared to fiscal 1994. The Company expects a continuation of this overall trend of decreasing product license 
revenue in these more established proprietary markets. However, as discussed above, the Company’s strategy is to 
continue to target the growth anticipated within the newer client/server application development tools market and 
the open tools market characterized by Windows-based PCs networked to UNIX servers. This strategy is in large part 
dependent upon the market acceptance of the Company’s newly released tool, Axiant, and continued sales of 


PowerHouse for use in UNIX environments. 


During fiscal 1995, the Company increased the portion of its product license revenues from third-party distributors 
and value-added resellers. During fiscal 1995, product license revenue from these third-party channels was $24.2 
million, an increase of 16% compared to the prior fiscal year, and represented 31% of total license revenue compared 
to 30% for fiscal 1994. Within the Company’s business intelligence market, product license revenue from third-party 
channels represented 27% of product license revenue in fiscal 1995, compared to 17% in fiscal 1994. The Company’s 
strategy is to continue to expand its distribution of products through these channels. 


Product Support Revenue 


Product support revenue increased by $7.0 million or 11% in fiscal 1995 compared to fiscal 1994. The increase is the 
result of the expansion of the Company’s customer base as well as the renewal of support contracts. To date, 
expansions of the Company’s customer base have exceeded both the rate of cancellations of support contracts and the 
rate of declining license sales in the Company’s application development tools markets. There can be no assurance, 
however, that increases in product support revenue will continue to occur at the rates at which they have historically 
occurred, or at all. Product support revenue accounted for 42% of the Company’s revenue in fiscal 1995, compared to 
43% in fiscal 1994. 


Services Revenue 


Revenue from education, consulting, and other services increased by $2.8 million or 18% to $18.1 million from the 
prior year. The increase was predominantly due to increases in education revenue in the business intelligence market, 
consistent with the trend in product license revenue in this market. In fiscal 1995, business intelligence tools 


contributed approximately 38% to this revenue category, compared to only 8% in fiscal 1994. 


COST OF PRODUCT LICENSE 


The cost of product license revenue consists primarily of royalties for technology licensed from third parties, as well 
as the costs of materials and distribution related to licensed software. During fiscal 1995, the cost of product license 
revenue decreased by $0.9 million or 16% compared to fiscal 1994, representing 3% of revenue for fiscal 1995, 
compared to 4% in fiscal 1994. The decrease in these costs is primarily attributable to lower materials and 


distribution costs. 
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COST OF PRODUCT, SUPPORT 


The cost of product support includes the costs associated with resolving customer inquiries and other telesupport 
activities, the cost of materials delivered in connection with enhancement releases, and royalties in respect of 
technological support received from third parties. During fiscal 1995, the cost of product support increased by $2.6 
million or 31% compared to fiscal 1994, increasing by approximately 1% as a percentage of total revenue. The 
increase in the cost of product support is due primarily to higher volume-related enhancement release costs, and 


increased telesupport activities to support the Company’s business intelligence tools. 


SELLING, GENERAL, AND ADMINISTRATIVE 


Selling, general, and administrative expenses increased by $6.1 million or 6% in fiscal 1995 compared to fiscal 1994, 
but decreased as a percentage of revenue to 69% in fiscal 1995 from 74% in fiscal 1994. The effects of year-over- 
year foreign exchange differences contributed significantly to this increase in expenses. The average staffing level in 
these areas was lower by approximately 4% when compared to fiscal 1994, resulting in revenue-per-employee 


increases of 17%. 


RESEARCH AND DEVELOPMENT 


Gross research and development costs increased by $2.7 million or 13% in fiscal 1995 compared to fiscal 1994, 
remaining relatively flat at 14% as a percentage of revenue. Research and development efforts during fiscal 1995 
resulted in several strategic product releases. New versions of PowerPlay and Impromptu were released in the second 
and fourth fiscal quarters, respectively. In February 1995, Axiant, a next-generation client/server application 
development toolset, was released. Axiant provides a graphical, or visual, PC-based application development 
environment and a flexible, open deployment environment for client/server applications on Windows PCs networked 
to UNIX servers for Hewlett-Packard, Digital VMS and Alpha, DG, IBM, and SUN. Various other enhancement 
releases associated with the application development tools market occurred during the year, including a PowerHouse 
release that supports ORACLE databases on various UNIX platforms. 


During fiscal 1995, amounts capitalized were relatively unchanged when compared to fiscal 1994, while software 
amortization costs increased by $0.7 million. 


INTEREST INCOME 


Net interest income increased by $1.0 million or 72% in fiscal 1995 as compared to fiscal 1994. The increase is 
primarily attributable to higher average levels of cash and short-term investments in fiscal 1995 compared to fiscal 
1994 and, to a lesser extent, to higher interest rates. 


TAX EXPENSE 


The Company’s tax rate is affected by the relative profitability of its operations in various geographic regions. In fiscal 
1995, the Company’s effective tax rate was 29%. As of February 28, 1995, the Company had loss carryforwards and 
timing differences, for which it had not recognized a benefit, of approximately $96 million available to reduce future 
years’ taxable income in certain jurisdictions. 
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CASH FLOW FROM 
OPERATIONS 


LIQUIDITY AND CAPITAL RESOURCES 


As of February 29, 1996, the Company held $108.9 million in cash and short-term investments, and a $15.0 million 
operating line under which the Company can borrow funds or issue letters of credit or guarantee, subject to certain 
covenants. In addition, the Company has foreign exchange conversion facilities that allow it to hold foreign exchange 
contracts of approximately $130.0 million outstanding at any one time. A general security interest in all of the 
Company’s assets has been pledged as collateral security against borrowings under the credit facilities with its lead 
banker. As of February 29, 1996, there were no direct borrowings under this operating line. The Company had a total 
of $3.8 million of long-term indebtedness (including the current portion of long-term debt), consisting of a 


mortgage and certain capital leases. 


As of February 29, 1996, working capital was $90.8 million, including $108.9 million in cash and short-term 
investments. Working capital increased by $37.3 million from February 28, 1995, primarily because of higher levels of 


cash and short-term investments, and accounts receivable, which were partially offset by increases in current liabilities. 


Cash provided by operating activities for fiscal 1996 was $37.5 million, a $0.8 million increase compared to the prior 
fiscal year. This improvement of $0.8 million was, primarily due to a year-over-year improvement of $12.5 million in 
net income, partially offset by a decline in non-cash working capital. The most significant change within non-cash 
working capital in the two fiscal years was in accounts receivable. As of February 29, 1996, accounts receivable 
increased by $9.1 million from February 28, 1995, primarily due to higher revenue volumes. The February 28, 1995 
balance was $4.1 million lower than February 28, 1994, due to improved collection throughout fiscal 1995. 


Cash used in investing activities was $10.1 million for fiscal 1996, a decrease of $3.0 million compared to the prior 
fiscal year. This decline was due primarily to lower levels of software capitalization, partially offset by increased 


capital equipment purchases. 


For fiscal 1996, $6.5 million was generated from the issuance of shares under the Company’s various stock purchase 
and stock option plans, compared to $4.6 million in fiscal 1995. In December 1994, the Company announced an open 
market share repurchase program for up to 660,000 of its shares. No shares were repurchased under this plan and the 


program expired on January 10, 1996. 


With respect to foreign currency exposure management, the Company’s policy is to manage its financial exposure to 
certain foreign exchange fluctuations with the objective of neutralizing the impact of foreign currency exchange 
movements. To achieve this objective, the Company enters into foreign exchange forward contracts in an amount not 
exceeding the net investment in its various subsidiaries. The Company enters into these foreign exchange forward 
contracts with major Canadian chartered banks, and therefore does not anticipate non-performance by these 
counterparties. The amount of the exposure due to any non-performance is restricted to the unrealized gains in such 
contracts. As of February 29, 1996, the Company had foreign exchange forward contracts—with maturity dates 
ranging from March 28, 1996 to February 28, 1997—to exchange various foreign currencies for Canadian dollars, in 


the amount of $2.8 million. 


On April 8, 1996, the Board of Directors of the Company declared a three-for-one stock split, effected in the form of 
a stock dividend, payable on or about May 15, 1996 to shareholders of record at the close of business on May 8, 1996. 
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The Company has never declared or paid any cash dividends on its common shares. The Company’s current policy is 
to retain its earnings to finance expansion and to develop, license, and acquire new software products. Payments of 
dividends in the future will depend on the earnings and financial condition of the Company and other factors that 
the Directors may deem appropriate. 


The Company anticipates that through fiscal 1997 its operations will be financed by a variety of sources, including 
current cash balances, funds from operations, and existing credit facilities. The Company believes that these sources 
will be adequate to meet its liquidity needs for at least fiscal 1997. If the Company were to require funds in excess 
of its current cash position to finance its longer-term operations, the Company would expect to obtain such funds 
from one or a combination of the expansion of its existing credit facilities or from public or private sales of equity or 


debt securities. 


Inflation has not had a significant impact on the Company’s results of operations. 


CERTAIN FACTORS THAT MAY AFFECT FUTURE RESULTS 


From time to time, information provided by the Company, statements made by its employees, or information 
included in its filings with various regulatory authorities may contain statements which are not historical facts, so- 
called “forward-looking statements,” which involve risks and uncertainties. In particular, statements relating to the 
Company’s expectations concerning its business intelligence and application development tools and relating to the 
sufficiency of capital to meet working capital and capital expenditure requirements may be forward-looking 
statements. The Company’s actual future results may differ significantly from those stated in any forward-looking 
statements. Factors that may cause such differences include, but are not limited to, the factors discussed below. Each 


of these factors, and others, are discussed from time to time in the Company’s filings with various regulatory authorities. 


The Company’s future results are subject to substantial risks and uncertainties. Although the Company has 
experienced significant license revenue growth with respect to its business intelligence tools over the past three fiscal 
years, primarily because of current market trends toward client/server networks, there can be no assurance that such 
growth will continue in the future. In addition, the Company has been experiencing a decline in product license 
revenue from its application development tools over the past several years. The Company expects this trend towards 
declining revenues in its more established proprietary markets to continue. The market for the Company’s products 
is characterized by rapid and significant technological change. There can be no assurance that the Company’s 
products will remain competitive or not become obsolete, and there can be no assurance that the decline in the 
established proprietary markets will be coincident with, or matched by, a corresponding growth in revenue from the 
Company’s business intelligence tools. Also, the Company relies on certain intellectual property protections to 
preserve its intellectual property rights. Any invalidation of the Company’s intellectual property rights or lengthy and 
expensive defense of those rights could have a material adverse affect on the Company. The development of new 
technologies, commercialization of those technologies into products, and market acceptance and customer demand 
for those products is critical to the Company’s success. Successful product development and introduction depends 
upon a number of factors, including new product selection, development of competitive products by competitors, 
timely and efficient completion of product design, and product performance at customer locations. The Company 
faces substantial competition throughout the world, primarily from software application companies located in 
Canada, the United States, and Europe. Some of the Company’s competitors have substantially greater financial and 
other resources with which to pursue research and development, manufacturing, marketing, and distribution of their 


products. The Company expects its competitors to continue to improve the performance of their current products 
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and to introduce new products or new technologies that provide improved cost of ownership and performance 
characteristics. New product introductions by the Company’s competitors could cause a decline in sales or loss of 
market acceptance of the Company’s existing products. The Company derives a significant portion of its total 
revenues from international sales. International sales are subject to significant risks, including unexpected changes in 
legal and regulatory requirements and policy changes affecting the Company’s markets; changes in tariffs, exchange 
rates and other barriers; political and economic instability; difficulties in accounts receivable collection; difficulties in 
managing distributors and representatives; difficulties in staffing and managing foreign operations; difficulties in 


protecting the Company’s intellectual property; and potentially adverse tax consequences. 


The Company typically realizes a larger percentage of its annual revenue and earnings in the fourth quarter of each 
fiscal year. In addition, the Company typically realizes lower revenue and earnings in the first quarter than in the 
immediately preceding fourth quarter. The Company’s quarterly and annual operating results are affected by a wide 
variety of factors that could materially adversely affect revenues and profitability, including competitive pressures on 
selling prices, the timing and cancellation of customer orders, the timing and provision of pricing protections and 
returns from certain distributors, changes in product mix, the Company’s ability to introduce new products and 
technologies on a timely basis, introduction of products and technologies by the Company’s competitors, market 
acceptance of the Company’s and its competitors’ products, and the timing of investments in research and 
development. As a result of the foregoing and other factors, the Company may experience material fluctuations in 
future operating results on a quarterly or annual basis, which could materially and adversely affect its business, 


financial condition, operating results, and stock price. 
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QUARTERLY RESULTS 


The following table sets out selected unaudited consolidated financial information for the fourth quarter of fiscal 
1994 and for each quarter in fiscal 1995 and fiscal 1996. 


FISCAL 1994 FISCAL 1995 FISCAL 1996 
“pOURTH ~——~—SO#FIRST.~=—C«‘SECOND~—CSTHIRD~—s FOURTH FIRST SECOND THIRD FOURTH 
QUARTER QUARTER QUARTER QUARTER QUARTER QUARTER QUARTER QUARTER QUARTER 
SPREE OE EAD Were gabe Peers SIG nbaae Rese Weparannty Bos cateha collin» Soe Ses i 
Revenue $39,543 $38,168 $40,461 $42,019 $47,513 $46,414 $48,526 $51,663 $60,964 

Operating expenses 

Cost of product license 15352 1,166 1,156 1,207 1,150 975 1,055 1,330 1,319 
Cost of product support 2,168 2,677 2,747 2,925 2,778 2,096 2,583 2,746 2,783 
Selling, general, and administrative 27,341 27,973 28,580 28,688 31,171 33,207 32,088 33,309 36,310 
Research and development 5,413 4,797 5,400 6,073 6,130 6,787 8,011 7,597 8,126 
Total operating expenses 36,274 36,613 37,883 38,893 41,229 43,065 43,737 44,982 48,538 
Operating income 3,269 i RSE S5) 2,578 3,126 6,284 3,349 4,789 6,681 12,426 
Net income $ 2,262 $ 1,250 $ 2,080 $ 2,645 $ 5,390 $ 3,208 $ 4645 $5,891 $10,163 
Net income per share $0.18 $ 0.10 $0.16 $0.20 $0.40 $0.24 $0.34 $0.43 $0.73 


Restated to reflect the three-for-one stock split (see Note 12 of the Notes to the Consolidated Financial Statements): 


Net income per share $0.06 $0.03 $0.05 $0.07 $0.13 $0.08 $0.11 $0.14 $0.24 


AP Eee ene neeeeneneeeaneeeeemesseseestaessas SEE SSOEe EBS eeu ses TER sERE EAH SHEE ESHER E ES EEE HOSt OE HSA EOESOREDESEEEEESSEE SESE ORES LEASE REESE REE ssTEEEEEEEAESEEESSEESOESSEEEESST ORE EE EEO EED EEE SE EEEESESEEESSEEHSEEEESSEDEREESEEESESEESESOEEESEDEEEESEOS EEE ESSER ESSEOSEESEHSSESES 


The Company’s sales cycle typically ranges from a few days up to 12 months, depending on factors such as the size of 
the transaction, the product involved, the length of the customer relationship, the timing of new product 
introductions by the Company and others, the level of sales management activity, and general economic conditions. 
Delays in closing product licensing transactions at or near the end of any quarter may have a materially adverse effect 
on the financial results for that quarter. While the Company takes steps to minimize the impact of such delays, there 
can be no assurance that such delays will not occur. See Certain Factors That May Affect Future Results. 
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Report of Management 


The Company’s management is responsible for preparing the accompanying consolidated financial statements in 
conformity with accounting principles generally accepted in Canada. The application of principles generally accepted 
in the United States results in no material differences in the measurement of operating results and financial 
condition. In preparing these consolidated financial statements, management selects appropriate accounting policies 
and uses its judgment and best estimates to report events and transactions as they occur. Management has 
determined such amounts on a reasonable basis in order to ensure that the financial statements are presented fairly, 
in all material respects. Financial data included throughout this Annual Report are prepared on a basis consistent 
with that of the financial statements. 


The Company maintains a system of internal accounting controls designed to provide reasonable assurance, at a 
reasonable cost, that assets are safeguarded and that transactions are executed and recorded in accordance with the 
Company’s policies for doing business. This system is supported by written policies and procedures for key business 


activities; the hiring of qualified, competent staff; and by a continuous planning and monitoring program. 


Ernst & Young has been engaged by the Company’s shareholders to audit the consolidated financial statements. 
During the course of their audit, Ernst & Young reviewed the Company’s system of internal control to the extent 


necessary to render their opinion on the consolidated financial statements. 


The Board of Directors is responsible for ensuring that management fulfills its responsibility for financial reporting 
and is ultimately responsible for reviewing and approving the financial statements. The Board carries out this 
responsibility principally through its Audit Committee, all of whom are outside Directors. The Committee meets four 
times annually to review audited and unaudited financial information prior to its public release. The Committee also 
considers, for review by the Board of Directors and approval by the shareholders, the engagement or reappointment 
of the external auditors. Ernst & Young has full and free access to the Audit Committee. 


Management acknowledges its responsibility to provide financial information that is representative of the Company’s 


operations, is consistent and reliable, and is relevant for the informed evaluation of the Company’s activities. 


Te Tepe Misra 


Ottawa, Canada James M. Tory Donnie M. Moore 

April 2, 1996 Chairman Senior Vice President, 
Finance and Administration 
and Chief Financial Officer 
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Auditors’ Report 


TO THE SHAREHOLDERS OF COGNOS INCORPORATED: 


46 


We have audited the consolidated balance sheets of Cognos Incorporated as at February 29, 1996 and February 28, 
1995 and the consolidated statements of income and retained earnings and cash flows for each of the years in the 
three-year period ended February 29, 1996. These financial statements are the responsibility of the Company’s 


management. Our responsibility is to express an opinion on these financial statements based on our audits. 


We conducted our audits in accordance with generally accepted auditing standards. Those standards require that we 
plan and perform an audit to obtain reasonable assurance whether the financial statements are free of material 
misstatement. An audit includes examining, on a test basis, evidence supporting the amounts and disclosures in the 
financial statements. An audit also includes assessing the accounting principles used and significant estimates made 
by management, as well as evaluating the overall financial statement presentation. 


In our opinion, these consolidated financial statements present fairly, in all material respects, the financial position of 
the Company as at February 29, 1996 and February 28, 1995 and the results of its operations and the changes in its 
financial position for each of the years in the three-year period ended February 29, 1996, in accordance with 


accounting principles generally accepted in Canada. 


Garnet + 


Ottawa, Canada Ernst & Young 
April 2, 1996 Chartered Accountants 
(except for Note 12, which is as of April 8, 1996) . 
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Consolidated Statements 
($000s Ganadian, except share amounts) 


of Income and Retained Earnings 


YEARS ENDED 


THE LAST DAY OF FEBRUARY 


aoe: Ticket, aioe _ aaa 1995 st 
Revenue 
Product license $103,662 $ 78,384 $ 70,172 
Product support 76,573 71,638 64,622 
es Services - ae 27,332 18,139 155315 
Total revenue _ Eem207 567 168,161 150,109 
Operating expenses 
Cost of product license 4,679 4,679 5,582 
Cost of product support 10,208 11,127 8,512 
Selling, general, and administrative 134,914 116,412 110,331 
Research and development (Note 4) 30,521 22,400 18,904 
Restructuring charges (Note 9) a — 1,543 
Total operating expenses 180,322 154,618 144,872 
Operating income 273245 13,543 5,237; 
Interest expense (Note 5) (639) (605) (621) 
Interest income 5,479 3,069 2,054 
Income before taxes 32,085 16,007 6,670 
Income tax provision (Note 8) 8,178 4,642 2,689 
Net income 23,907 11,365 3,981 
Opening retained earnings (deficit) (787) CT25152)) (15,831) 
Premium on cancellation of shares — — (302) 
Closing retained earnings (deficit) $ 23,120 $ (787) $ (12,152) 
Net income per common share (Notes 7 and 12) $1.74 SO BGs sult 2 02 ee capatetesey $ 0.31 
Weighted average common shares outstanding (000s) (Note 12) 13,763 13,186 12,816 


(See accompanying notes) 
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Consolidated Balance Sheets 
($000s Canadian) 


Assets 

Current assets 
Cash and short-term investments 
Accounts receivable (Note 2) 
Inventory 


Prepaid expenses 


Fixed assets (Note 3) 
Deferred software development costs (Note 4) 


Liabilities 


Current liabilities 


Accounts payable 

Accrued charges 

Salaries, commissions, and related items 
Income taxes payable 

Current portion of long-term debt (Note 5) 
Deferred product support revenue 


Long-term debt (Note 5) 


Deferred income taxes 


Commitments (Note 6) 
Shareholders’ Equity (Notes 7 and 12) 
Capital stock 
Common shares (1996 — 14,087,158; 1995 — 13,443,812) 
Retained earnings (deficit) 


Translation account 


FEBRUARY 29, 1996 


$108,927 


FEBRUARY 28, 1995 


$ 74,984 
41,434 


165,103 
21,336 


$ 13,132 
5,566 
13,050 
2,667 
180 
39,738 


3,585 


107,440 


$192,123 


20,295 


$150,740 


$ 12,162 
7,166 
10,613 
1,804 
164 
35,744 


3,770 


80,471 
(787) 
(2,824) 
76,860 


$150,740 


On behalf of the Board: 


Douglas C. Cameron, Director 
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(See accompanying notes) 


James M. Tory, Chairman 


SS Po BE 


2 | 


 . 


Consolidated Statements of Cash Flows 
($000s Canadian) 


YEARS ENDED THE LAST DAY OF FEBRUARY 


8 el at Rs SE Bt 2s Rae ae Baa) 1998 oars, 3 a A220 pmb Shariah were ca: TARA 
Cash provided by (used in) operating activities 
Net income $ 23,907 $11,365 $ 3,981 
Non-cash items 
Depreciation and amortization 11,825 10,429 9,343 
Deferred income taxes 4,308 1,667 790 
Loss on disposal of fixed assets 809 261 697 
Change in non-cash working capital 
Decrease (increase) in accounts receivable (9,114) 4,119 (6,818) 
Decrease (increase) in inventory (316) 238 323 
Decrease (increase) in prepaid expenses (599) 511 496 
Increase in accounts payable 979 2,804 1,734 
Increase (decrease) in accrued charges (1,600) (537) 2,059 
Increase (decrease) in salaries, commissions, and related items 2,437 I3923 (183) 
Increase (decrease) in income taxes payable 863 745 (123) 
Increase in deferred product support revenue 3,994 3,720 4,188 
Pe SI SER ae a ong sere Set oa piel Se gp nana sates aaa 1 pore 
Cash provided by (used in) investing activities = otras ha ei Te 
Additions to fixed assets (8,956) (7,881) (6,717) 
Deferred software development costs (Note 4) (1,184) (5,254) (5,309) 
Proceeds from the sale of fixed assets 86 99 274 
2 apie PAPER iy Sere et ste 1 ates ene RENAE ee A aan oS tern Se aan ' a i an 
Cash provided by (used in) financing activities i Na Saige 8 AE etapa ol ek Bld ; 
Issue of common shares (Note 7) 6,546 4,585 1,303 
Repurchase of shares (Note 7) — — (1,041) 
Repayment of long-term debt (169) (87) (544) 
Fe ai aaa is Ng OR ALBIN a hadelc BERRA ee ASS aula ah at ean dares Rae ty, iain Se Seen: rete te oes 
Effect of translation account =” aa rt a ipa NDT 2 NINE NAM DGD) io aud 354 
Net increase in cash during the year 33,943 27,845 4,807 
Opening cash position ict AP aise Ss Oth Sage etre Sips ele ot paTs aaa Re ae 42,332 
Closing cash position $108,927 $74,984 $47,139 


(See accompanying notes) 
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Notes to the Consolidated Financial Statements 
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1. SUMMARY OF SIGNIFICANT ACCOUNTING POLICIES 


These consolidated financial statements have been prepared by the Company in accordance with accounting 
principles generally accepted in Canada (Cdn GAAP), applied on a consistent basis. These principles also conform in 
all material respects with accounting principles generally accepted in the United States (US GAAP), except as 


described in Note 10. All information is presented in Canadian dollars, unless otherwise stated. 


The preparation of these consolidated financial statements requires management to make estimates and assumptions 
that affect the reported amounts of assets and liabilities at the date of the financial statements and the reported 


amounts of revenues and expenses during the reporting period. 


Basis of Consolidation 


These consolidated financial statements include the accounts of the Company and its subsidiaries and the 


proportionate share of its joint venture. All but one of the subsidiaries are wholly owned. 


Foreign Currency Translation 


The financial statements of the Company’s foreign subsidiaries and joint venture are translated into Canadian dollars 
using the current rate method if they are classified as self-sustaining entities and the temporal method if they are 


classified as integrated entities. 


Revenue 


Substantially all of the Company’s product license revenue is earned from licenses of off-the-shelf software requiring 
no customization. Revenue from these licenses is recognized upon delivery of the software if collectibility is probable. 
If the Company’s obligations after delivery of the software are significant, then no revenue is recognized until those 


obligations become insignificant or are fulfilled. 


Revenue from product support contracts is recognized ratably over the life of the contract. Incremental costs directly 
attributable to the acquisition of product support contracts are deferred and expensed in the period the related 


revenue is recognized. 


Revenue from education, consulting, and other services is recognized at the time such services are rendered. 


Cash and Short-Term Investments 


Short-term investments are carried at the lower of cost or market. The Company classifies its short-term, highly 
liquid investments as “cash and short-term investments,” including those investments with maturity terms greater 


than three months. The carrying amount of these short-term investments approximates their fair value. 


Inventories 


Inventories are comprised principally of finished goods and are stated at the lower of cost or net realizable value. 


Fixed Assets 


Fixed assets are recorded at cost. Computer equipment and software, as well as office furniture, are depreciated using - 
the diminishing balance method. Client/server computer equipment and software, and the building, are depreciated 
using the straight line method. Leasehold improvements are amortized using the straight line method over either the 
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life of the improvement or the term of the lease, whichever is shorter. Other assets are depreciated using either the 
diminishing balance method or the straight line method, depending upon the asset category. 


Assets leased on terms that transfer substantially all the benefits and risks of ownership to the Company are 
accounted for as capital leases, as though the asset had been purchased and a liability incurred. All other leases are 
accounted for as operating leases. 


Research and Software Development Costs 


Research costs are expensed as incurred. Software development costs are expensed as incurred unless they meet 
generally accepted accounting criteria for deferral and amortization. Software development costs incurred prior to 
the establishment of technological feasibility do not meet these criteria, and are expensed as incurred. For costs that 
are capitalized, the amortization is the greater of the amount calculated using either (i) the ratio that the appropriate 
product’s current gross revenues bear to the total of current and anticipated future gross revenues for that product, or 
(ii) the straight line method over the remaining economic life of the product. Such amortization is recorded over a 
period not exceeding three years. The Company reassesses whether it has met the relevant criteria for continued 


deferral and amortization at each reporting date. 


2. ACCOUNTS RECEIVABLE 


Accounts receivable include an allowance for doubtful accounts of $3,141,000 and $3,457,000 as of February 29, 1996 
and February 28, 1995, respectively. 


3. FIXED ASSETS ($000s) 


1996 1995 
re, ACCUMULATED ACCUMULATED 
DEPRECIATION DEPRECIATION DEPRECIATION’ 
AND AND AMORTIZATION 
COST AMORTIZATION COST AMORTIZATION RATE 
Computer equipment and software $40,279 $27,103 $39,502 $27,614 30% — 33% 
Office furniture 13,103 9,488 12,893 9,116 20% 
Leasehold improvements 3,371 2,407 3,168 2,204 Lease Term 
Land 327 —- 327 — = 
Building 3,848 1,046 3,848 950 2.5% 
Other assets 802 350 619 178 20% — 33% 
Plt Pak tee Boies rity» yeaeatt t, OUF3O $40,394 60,357 $40,062 
(40,394) (40,062) 
NetBook Value peace iheendteecintede Bieta: an. Rata PQ 2ADBS einen yr nctie ti < nici Fg ee 
See ey ero ee RS ae Tal eR RR LRT Te a Rie i Seam i Ses ee Th 
in gross amounts above $6,748 $5,965 $6,829 $5,921 


Depreciation and amortization of fixed assets was $7,011,000, $5,822,000, and $5,421,000 in each of fiscal 1996, 1995, 
and 1994, respectively. 
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4. RESEARCH AND SOFTWARE DEVELOPMENT COSTS 
During fiscal 1996, 1995, and 1994, the Company deferred and amortized certain software development costs in 
accordance with generally accepted accounting principles. During fiscal 1996, 1995, and 1994, the Company 


capitalized $1,184,000, $5,254,000, and $5,309,000 of software development costs, and recorded $4,814,000, 
$4,607,000, and $3,922,000 of corresponding amortization, respectively. 


SrelONn G=E RMe DE Bu? 


Details of long-term debt obligations: ($000s) 


spss AOD © 6 erg 12Res 
Mortgage at 12.5% per annum, repayable in blended 
monthly installments of principal and interest of 
$45,200 to October 2000 $3,621 $3,717 
Obligations under capital leases bearing interest at 
rates varying from 8.0% to 11.0% per annum 144 27, 
3,765 3,934 
Less current portion (180) (164) 
$3,585 $3,770 


AP RAG eee Pens een esaeeneeeneeneseeeeneenenteenean estes ese sess ene EESSHSGREESOREEEEEEDETOEEEBATRESEEEEEEEGLTEESSSTOEEEEEOESEOE DEEN AR EEn seen Es eHERnEsEEEGH ASHE OHHH EE RassbnassunnseeteeeeEsHA EH EEEHOASEO ESSERE ESSER aE eSEEeE ES 


LONG-TERM DEBT CAPITAL LEASES TOTAL 
1997 $ 542 $ 86 $ 628 
1998 542 oS) 577 
1999 543 35 578 
2000 543 13 556 
2001 3,350 — 3,350 
Thereafter — — — 
: | ae 55700 eee 1692 ee EE URES 

Less interest (1,899) (25) (1,924) 
$3,621 $144 $3,765 


Interest expense on long-term debt was $446,000, $494,000, and $524,000 in each of fiscal 1996, 1995, and 1994, 
respectively. 
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6. COMMITMENTS 


The Company’s offices, certain computer equipment, and some vehicles are leased under various terms. The annual 
aggregate lease expense in each of fiscal 1996, 1995, and 1994 was $9,094,000, $8,858,000, and $8,695,000, 
respectively. The aggregate amount of payments for these leases, for significant capital expenditures, and for other 
commitments primarily related to technology agreements, in each of the next five fiscal years and thereafter, is 


approximately as follows: ($000s) 


1997 $ 8,398 
1998 5,718 
1999 4,437 
2000 3,523, 
2001 25355 
Thereafter 13,770 


With respect to foreign currency exposure management, the Company’s policy is to manage its financial exposure to 
certain foreign exchange fluctuations with the objective of neutralizing the impact of foreign currency exchange 
movements. To achieve this objective, the Company enters into foreign exchange forward contracts in an amount not 
exceeding the net investment in its various subsidiaries. As a result, the exchange gains and losses recorded on 
translation of the subsidiary’s financial statements are partially offset by the gains and losses attributable to the 
foreign exchange forward contracts. Realized and unrealized gains and losses from these foreign exchange forward 
contracts are recorded in the Translation Account included in Shareholders’ Equity. The Company enters into these 
foreign exchange forward contracts with major Canadian chartered banks, and therefore does not anticipate non- 
performance by these counterparties. The amount of the exposure due to any non-performance is restricted to the 
unrealized gains in such contracts. As of February 29, 1996, the Company had foreign exchange forward contracts— 
with maturity dates ranging from March 28, 1996 to February 28, 1997—to exchange various foreign currencies for 
Canadian dollars in the amount of $2,847,000. 
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7. SHAREHOLDERS?“ EQUITY 


Capital Stock (See Note 12) 


The authorized capital of the Company consists of an unlimited number of preferred shares, issuable in series, and an 
unlimited number of common shares, without nominal or par value. No series of preferred shares has been created or 


issued. 


A summary of the changes in the Company’s common shares is as follows: (000s) 


1996 ee ae 
NUMBER NUMBER NUMBER 
OF SHARES AMOUNT OF SHARES AMOUNT OF SHARES AMOUNT 
Balance, beginning of year 13,444 $80,471 12,910 $75,886 12,851 9753322 
Exercise of stock options 627 6,108 512 4,300 156 1,074 
Employee stock purchase plans 16 438 22 285 22 229 
Shares repurchased by the Company — — — — (126) (739) 
Balance, end of year 14,087 $87,017 13,444 $80,471 12,910 $75,886 


AOR eRe eee e eens een eneaeeeeeeeeeeHee Reese EEE NEES E EES eR BESS OON SESE OSES ES SOEESEOGEEEESSEDESESSOOEESSERSSEDEESSESESE SSCS ESSERE ON SRSOSESESEHSSEEESEEEEHESESEEEEEO SEES EE EOESEEESEED OTH EOHE MEER OEESEDEEOESREREEEONEEEUEOS 


In December 1994, the Company announced an open market share repurchase program for up to 660,000 of its 
shares. No shares were repurchased and the program expired on January 10, 1996. 


In April 1993, the Company announced an open market share repurchase program for up to 800,000 of its shares. A 
total of 126,000 shares were repurchased in fiscal 1994 and the program expired on April 20, 1994. 


The Company has adopted a Shareholder Rights Plan (“Rights Plan”) to ensure that any takeover bid made for the 
shares of the Company would be made to all Shareholders, treat all Shareholders fairly and equally, and provide the 
Board of Directors with sufficient time to consider any such offer. The Rights Plan was ratified at the Annual and 
Special Meeting of the Shareholders held on June 23, 1994. The Rights Plan grants Shareholders the right to acquire, 
under certain circumstances, additional common shares (within a specified dollar maximum) at a 50% discount from 
its then current market price. The Company, at its option, may redeem each right at a nominal price or waive 


application of the Rights Plan. The Plan, and any rights issued under it, will expire on December 7, 1998. 
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As of February 29, 1996, the Company had stock options outstanding under two plans, the 1988-1993 Stock Option 
Plan, and its replacement, the 1993-1998 Stock Option Plan. No further stock options may be granted under the 
1988-1993 Stock Option Plan. Under the 1993-1998 Stock Option Plan, which was approved by the Company’s 
shareholders in July 1993, a total of 2,500,000 common shares may be issued pursuant to options granted under this 
plan. Details of the Company’s stock options outstanding are as follows: 


FEBRUARY 29, 1996 


Stock options outstanding, of which 269,134 are currently exercisable nie ae ~ 1,364,534 
Exercise prices per share $7.25 to $48.00 
Expiry dates October 13, 1996 to January 16, 2001 


Translation Account 


During fiscal 1996, 1995, and 1994, the Company recorded exchange gains (losses) of $127,000, $(262,000), and 
$354,000, respectively, in the Translation Account component of Shareholders’ Equity resulting from the translation 
of the Company’s self-sustaining foreign subsidiaries into Canadian dollars (net of gains/losses on foreign exchange 
contracts). 


Fully Diluted Net Income per Share (See Note 12) 


Fully diluted net income per share was $1.66 and $0.83 in fiscal 1996 and 1995, respectively. In fiscal 1994, there was 
no dilutive effect on net income per share. Imputed earnings on the proceeds from the exercise of the options are 


calculated using a 5% after-tax rate of return. 
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8. INCOME TAXES 


Details of the income tax provision are as follows: ($000s) 


1996 1995 1994 
nae De sa sin OU oes oe 
Canadian $1,121 $ 555 $ 618 
Foreign 2,687 2,308 1,448 
Deferred 
Canadian 4,460 2,043 467 
Foreign (90) (264) 156 
Income tax provision $8,178 $4,642 $2,689 


ASSP ee eet enebeeee ena eeeneebnsest eee nsee as eSte RE EaeueeeeHae tHE ESSEREOEEEEHEEESEE SEEDS OS OSSESERSSEEESOESER SSPE OD EESEESESERESESEREESTEOOSEOEHOSESDS ESTES SE SSSOR SESE SE EER AYESRESESEOER HSER OSES ES EEREDEDESOEEESSEORESST 


The reported income tax provision differs from the amount computed by applying the Canadian rate to income 
before income taxes. The reasons for this difference and the related tax effects are as follows: ($000s) 


cn the hh A IRS BS eer 
Expected tax rate 44.0% 44.0% 44.0% i 
Expected tax provision $14,118 $ 7,043 $ 2,935 i 
Foreign tax rate differences (3,874) (489) (2,250) ; 
Tax effect of losses not recognized 1,483 3,587 2,963 
Previously unrecognized income tax benefits (5,234) (6,097) (1,965) 
Non-deductible expenses and non-taxable income 965 (368) (79) 
Withholding tax on foreign royalties 629 864 883 
Other 91 102 202 
Reported income tax provision $ 8,178 $ 4,642 $ 2,689 


Income before taxes attributable to all foreign operations was $20,865,000, $5,584,000, and $4,988,000 in each of 
fiscal 1996, 1995, and 1994, respectively. As of February 29, 1996, the Company had not recorded a tax liability of 
$685,000 related to unremitted earnings of its foreign subsidiaries because the Company has no plans to repatriate 


those earnings. 
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As of February 29, 1996, the Company had unrecorded tax loss carryforwards in certain foreign subsidiaries of 
approximately $54,556,000 available to reduce future years’ income for tax purposes in these subsidiaries. This 
represents a potential reduction in taxes of $15,054,000. These losses expire as follows: ($000s) 


1997 $ 2,154 
1998 T5127 
1999 5,684 
2000 1,672 
2001 23332) 
2002 and future specific years 14,997 
Indefinitely 20,583 
Total $54,556 


PAs A eee e nese ese ee seer een eees Bese ee esse eesseEN ODE ESEs TERE LESH ESH ESE OEESSERGB HSE EONEED 


As of February 29, 1996, the Company had potential benefits (to reduce taxable income in future years), related to 
timing differences, of which $16,724,000 have not been recorded. These timing differences are primarily due to the 
different treatment, for tax and accounting purposes, of product support revenues. 


As of February 29, 1996, the Company had approximately $22,358,000 of unclaimed business investment tax credits 


available to reduce future years’ expenses, predominantly in Canada. These credits, which have not been reflected in 
the financial statements, expire at various times between 1997 and 2006. 


9. RESTRUCTURING CHARGES 
The restructuring charge of $1,543,000 for the year ended February 28, 1994 included an expense of approximately 


$1,100,000 related to the accounting for rental losses associated with the sub-lease of surplus office space. The balance 


of this restructuring charge represented employee severance costs. 
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10. UNITED STATES ACCOUNTING PRINCIPLES 


These consolidated financial statements have been prepared in accordance with Cdn GAAP, which conform in all 
material respects with US GAAP, except as described below. 


Statement of Income Disclosure 


Net income in accordance with US GAAP is equal to net income in accordance with Cdn GAAP. 


Primary net income per share in accordance with US GAAP was $1.64, $0.82, and $0.30, in fiscal 1996, 1995, and 
1994, respectively. The average number of common shares and share equivalents (in accordance with US GAAP) for 
fiscal 1996, 1995, and 1994 was 14,600,000, 13,934,000, and 13,241,000, respectively. (See Note 12.) 


Fully diluted net income per share in accordance with US GAAP is not shown because the Company has a simple 


capital structure. 


During fiscal 1996, 1995, and 1994, the Company recorded, as a research and development expense, the amortization 
of capitalized software development costs of $4,814,000, $4,607,000, and $3,922,000, respectively. Under US GAAP, 
these costs would have been recorded as a “cost of product license.” - 


Balance Sheet Disclosure 


The carrying values of the Company’s financial instruments approximate their fair value. 


For US GAAP purposes, the Company complies with SFAS 109, Accounting for Income Taxes. As of February 29, 
1996, the Company’s recorded deferred tax asset was $357,000 (net of a valuation allowance of $43,138,000), while 
deferred tax liabilities were $7,122,000. As of February 28, 1995, the Company’s recorded deferred tax asset was 
$939,000 (net of a valuation allowance of $54,649,000), while deferred tax liabilities were $3,396,000. 


Statement of Cash Flows Disclosure 


The Company classifies its short-term, highly liquid investments as “cash and short-term investments,” including 
those investments with maturity terms greater than three months. At the end of fiscal 1996, 1995, 1994, and 1993, the 
value of the short-term investments with maturity terms greater than three months was $16,538,000, $29,114,000, 
$14,720,000, and $23,220,000, respectively. Under US GAAP, the change in these amounts would be treated as 
“investing activities” in the Consolidated Statements of Cash Flows. 


Other Disclosure 


The majority of the Company’s subsidiaries operate defined contribution pension plans, to which the Company 
contributes amounts related to the level of employee contributions. The pension costs in fiscal 1996, 1995, and 1994 
were $1,341,000, $1,150,000, and $868,000, respectively. 


During fiscal 1996, 1995, and 1994, the amount of interest paid and income taxes paid were as follows: interest - 
$639,000, $605,000, and $621,000, respectively; income tax - $2,953,000, $2,561,000, and $2,210,000, respectively. 
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11. SEGMENTED INFORMATION 


Cognos develops, markets, and supports computer software tools—both directly and through resellers worldwide. 


The Company’s business intelligence tools, PowerPlay and Impromptu, give end users the ability to independently 


access, analyze, and report corporate data from their desktop personal computer. The Company’s application 


development tools, PowerHouse and Axiant, are used by software developers to create software application programs 


for corporate information systems that operate within midrange and networked midrange server and micro- 


computing environments, including UNIX and Windows. 


The Company derives its earnings from several geographic regions. Various reasonable methodologies have been 


used to allocate general corporate expenses and corporate assets to match the expenses and asset utilization with the 


geographic revenues earned. The following is a summary of operations by geographic region: ($000s) 


Revenue from external customers 


Domestic 
Canada 
Export 

United States 

Europe 

Asia/Pacific 


Consolidated revenue 


1996 


$ 19,789 
29 
95,353 
76,761 
13,145 


$207,567 


eae 


$ 19,230 
2,054 
73,009 
61,354 
12,514 


$168,161 


1994 


$ 18,108 
1,704 
64,538 
52,989 
12,770 


$150,109 


Se eee was eeeneeeeseensseneersslncesarenacsseseesbsbeeseneeeneusecenens sees ee eeerensnaDessteaeeeeeeereesesBeeEAEOeeeReae hen seeen EE DebesseeeheesSeneNAsasess see eeeeeeenestaeeeenserouesereneenstranessressessspesenateers 


Operating profit (loss) 
Domestic 
Canada 
Export 
United States 
Europe 
Asia/Pacific 
Consolidated operating profit 
General corporate expenses 


Income taxes 


Net income 


$ 1,194 
1,090 
22,164 
11,178 
216 
35,842 
3,757 
8,178 


$ 23,907 


994 
10,607 
6,836 

(247) 
19,028 
3,021 
4,642 


$ 11,365 


Identifiable assets 
Domestic 
Canada 
Export 
United States 
Europe 
Asia/Pacific 
Corporate assets 


Total assets 


$ 8,549 
975 
37,868 
40,388 
6,604 
D1;/99. 


$192,123 


$ 9,347 
1,116 
34,529 
37,846 
8,458 
59,444 


$150,740 


$ 10,525 
861 
34,221 
32,991 
9,962 
37,543 


$126,103 
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12... SUBSEQUENT..EV ENT 


On April 8, 1996, the Board of Directors of the Company declared a three-for-one stock split, effected in the form 
of a stock dividend, payable on or about May 15, 1996 to shareholders of record at the close of business on 


May 8, 1996. 


After May 9, 1996, all historic share information will be restated to reflect this split. The net income per share and 
weighted average number of shares outstanding for each of the last three fiscal years, presented on a restated basis, is 


as follows: 


Canadian GAAP 
Net income per common share 
Weighted average number of common shares (000s) 


Fully diluted net income per common share 


n/a — antidilutive 


US GAAP 
Primary net income per share 
Weighted average number of 
common shares and share equivalents (000s) 


Fully diluted net income per share is not shown 


because the Company has a simple capital structure. 
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1996 


$0.58 
41,289 


$0.55 


$0.55 


43,800 


1995 


$0.29 
39,558 


$0.28 


$0.27 


41,802 


1994 


$0.10 
38,448 


n/a 


$0.10 


39,723 


Selected Consolidated Financial Data 


FIVE-YEAR SUMMARY 


The following Selected Consolidated Financial Data have been derived from the Company’s consolidated financial 
statements that have been audited by Ernst & Young, independent chartered accountants. The Selected Consolidated 
Financial Data should be read in conjunction with the Consolidated Financial Statements and related Notes, and with 
Management’s Discussion and Analysis of Financial Condition and Results of Operations. 


YEARS ENDED THE LAST DAY OF FEBRUARY 


ELT RE GRRE E ETAL eta PINS ): Pent Poenbee easton 3 hen ape aoe 
($000s Canadian, except share amounts) 


Statement of Income Data ©) 


Revenue $207,567 $168,161 $150,109 $147,668 $145,186 
AEG Benen SER AU pag Repeater et ’ Py ier Serre rome (untae ete das 62 é 
Cost of product license 4,679 4,679 5,582 6,819 6,881 
Cost of product support 10,208 11,127 8,512 9,307 8,191 
Selling, general, and administrative 134,914 116,412 110,331 116,984 108,127 
Research and development 30,521 22,400 18,904 18,951 16,021 
Restructuring charges —_— —_— 1,543 3,973 — 
Totaloperatingexpensss §#  § = 180,322 154618 144,872 156,034 —«i139,220 
Operatingincome (loss) = | 27,245 ee ABI 537 age screen BESGG) Se5- 5,966 
Interest expense (639) (605) (621) (691) (804) 
Interest income 5,479 3,069 2,054 2,998 2,515) 
Income (loss) beforetaxes = «| 32,085 16,007 Hee ab GOTO ey (6,059) 7,735 
Income tax provisio 8,178 4,642 2,689 1,855 2,491 
Net income (loss) $ 23,907 $ 11,365 : $ 3,981 $ (7,914) $ 5,244 
Net income (loss) per common share data 
Cdn GAAP $1.74 $0.86 $0.31 $(0.62) $0.43 
US GAAP $1.64 $0.82 $0.30 $(0.61) $0.42 
Weighted average number of common shares and share equivalents (000s) 
Cdn GAAP 13,763 13,186 12,816 12,751 12,095 
US GAAP 14,600 13,934 13,241 13,002 125it 
Restated to reflect the three-for-one stock split ® 
Net income (loss) per common share data 
Cdn GAAP $0.58 $0.29 $0.10 $(0.21) $0.14 
US GAAP $0.55 $0.27 $0.10 $(0.20) $0.14 
Weighted average number of common shares and share equivalents (000s) 
Cdn GAAP 41,289 39,558 38,448 38,253 36,285 
US GAAP 43,800 41,802 39,723 39,006 379533 
Balance Sheet Data (at end of period)“ 
Working capital $ 90,770 $ 53,478 $ 37,813 $ 33,679 $ 40,242 
Total assets 192,123 150,740 126,103 114,258 120,920 
Total debt 3,765 , 3,934 4,021 4,565 5,235 
Shareholders’ equity 107,440 76,860 61,172 56,575 63,259 


(1) The Selected Consolidated Financial Data are presented in accordance with Cdn GAAP, which conform in all material respects with US GAAP. See Note 10 of Notes to the Consolidated Financial Statements. 
(2) On April 8, 1996, the Board of Directors of the Company declared a three-for-one stock split, effected in the form of a stock dividend, payable on or about May 15, 1996 to shareholders of record at the close of 
business on May 8, 1996. See Note 12 of Notes to the Consolidated Financial Statements. 
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Common Share Information 


FISCAL 


1995 
First Quarter 
Second Quarter 
Third Quarter 
Fourth Quarter 


1996 
First Quarter 
Second Quarter 
Third Quarter 
Fourth Quarter 


1997 
First Quarter 
(through April 12, 1996) 


PRINCIPAL MARKETS 


The Toronto Stock Exchange and The Nasdaq National Market are the principal markets on which the Company’s 


shares are traded. 


The Company’s common shares were first listed on The Toronto Stock Exchange on August 21, 1986, and included on 


Nasdaq on July 1, 1987, and on Nasdaq’s National Market on September 15, 1987. The stock symbol of the Company’s 


common shares on The Toronto Stock Exchange is CSN and on Nasdaq is COGNF. 


On April 8, 1996, the Board of Directors of the Company declared a three-for-one stock split, effected in the form of 


a stock dividend, payable on or about May 15, 1996 to shareholders of record at the close of business on May 8, 1996. 


After May 9, 1996, the historic information will be restated to reflect this split; the price per share will be one-third of 


the original value and the volume of shares will triple. 


The following table sets forth the high and low sale prices, as well as the trading volume, for the common shares for 


the fiscal periods shown below. The table does not reflect the effect of the stock split. 


HIGH 


US$ 13% 
13% 
16% 
21% 


US$ 26% 
32% 
40% 
52% 


US$ 63% 
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THE 
NASDAQ NATIONAL MARKET 


LOW 


US$ 10% 
9% 

10% 

13% 


US$ 18% 
24% 
29 
33% 


US$ 47% 


VOLUME 


(000s) 


3,985 
1,433 
4,768 
6,064 


8,393 
7,723 
9,250 
10,093 


3,266 


HIGH 


Cdn$ 18 
19 
21% 
30% 


Cdn$ 35% 
45 
54% 
73 


Cdn$ 84 


THE 


TORONTO STOCK EXCHANGE 


LOW 


Cdn$ 13%4- 
13% 
14 
18% 


Cdn$ 26% 
34 
38% 
46 


Cdn$ 65% 


VOLUME 
(000s) 


983 
234 
991 
417 


790 
478 
799 
432 


270 


SHAREHOLDERS 


As of April 12, 1996, there were approximately 511 shareholders of record. 


DIVIDEND POLICY 


The Company has never declared or paid any cash dividends on its common shares. The Company’s current policy is 
to retain its earnings to finance expansion and to develop, license, and acquire new software products. Payments of 
dividends in the future will depend on the earnings and financial condition of the Company and other factors that 
the Directors may deem appropriate. 


EXCHANGE RATES OF THE CANADIAN DOLLAR 


The high and low exchange rates (i.e. the highest and lowest rates at which Canadian dollars were sold), the average 
exchange rate (i.e. the average of the exchange rates on the last applicable day of each month during the period), and 
the period-end exchange rate of the Canadian dollar in exchange for United States dollars for the period March 1, 
1996 to April 12, 1996, and for each fiscal year in the five-year period ended February 29, 1996, based on the noon 
buying rate in New York City for cable transfers in foreign currencies as certified for custom purposes by the Federal 
Reserve Bank of New York, were as follows: 


MARCH 1 TO FISCAL YEARS ENDED THE LAST DAY OF FEBRUARY 

APRIL 12, 
1996 1996 1995 1994 1993 1992 
High US$0.7381 US$0.7527 US$0.7457 US$0.8046 US$0.8475 US$0.8926 
Low 0.7288 0.7035 0.7024 0.7382 0.7760 0.8407 
Average 0.7353 0.7331 0.7254 0.7656 0.8151 0.8700 
Period End 0.7372 0.7284 0.7175 0.7395 0.8001 0.8460 
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Patrick O’ Leary 
Vice President, 
Product Marketing 
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Paul Renaud 

Vice President, 
Research and Development 
Business Intelligence Tools 


James Sinclair 
Vice President, 
New Products 
Application Development Tools 
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Corporate Information 


HEADQUARTERS 


World 

Cognos Incorporated 
3755 Riverside Drive 
P.O. Box 9707, Station T 
Ottawa, Ontario 
Canada K1G 4K9 

Ph: 613-738-1440 

Fx: 613-738-0002 


Cognos Corporation 

One Burlington Business Center 

67 South Bedford Street 

Suite 200W 

Burlington, MA 

U.S.A. 01803-5164 

Ph: 800-426-4667 
617-229-6600 

Fx: 617-229-9844 


Europe 

Cognos Limited 
Westerly Point 
Market Street 
Bracknell, Berkshire 
U.K. RG12 1QB 

Ph: +44 1344 486668 
Fx: +44 1344 485124 


Asia / Pacific 
Cognos PTY Limited 
Third Floor 
110 Pacific Highway 
St. Leonards, NSW 2065 
Australia 
Ph: 1 800 811 910 
+61 2 437 6655 
Fx: +61 2 438 1641 


SUBSIDIARIES 


Cognos Corporation, (U.S.A.) 

Cognos Limited, (U.K.) 

Cognos B.V., (The Netherlands) 

Cognos France S.A.R.L. 

Cognos GmbH, (Germany) 

Cognos N.V./S.A., (Belgium) 

Cognos AB, (Sweden) 

Cognos PTY Limited, (Australia) 

Cognos Far East Pte Limited, 
(Singapore) 

Cognos (Barbados) Limited 


All subsidiaries are 100% owned except 


Cognos Far East Pte Limited (62.5% owned). 


The Company participates in a joint venture, 
Teijin Cognos Incorporated (50% owned). 


AUDITORS 


Ernst & Young 
Ottawa, Ontario, Canada 


BANKERS 


The Royal Bank of Canada 
Ottawa, Ontario, Canada 


LEGAL COUNSEL 


Tory Tory DesLauriers & Binnington 
Toronto, Ontario, Canada 


Testa, Hurwitz & Thibeault 
Boston, Massachusetts, U.S.A. 


TRANSFER AGENTS AND REGISTRARS 


Montreal Trust Company of Canada 
Toronto, Ontario, Canada 


Chemical Mellon Shareholder Services 
New York, New York, U.S.A. 


Publications of interest to current and potential 
Cognos investors are available, without charge. 
These include the Annual Report, and the Form 
10-K and Form 10-Q filings with the Securities and 
Exchange Commission. Requests should be made 
to: Investor Relations, Cognos Incorporated, 
3755 Riverside Drive, P.O. Box 9707, Station T, 
Ottawa, Ontario, K1G 4K9; fax: 613-738-0002; 


e-mail: investor.relations@cognos.com. 


General company information is also available on 
the World Wide Web at http://www.cognos.com. 
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Sales Offices 


CANADA 


Cognos Incorporated 


Montréal 

500, Place d’Armes 

Suite 2820 

Montréal, QC 

H2Y 2W2 

Ph: 800-268-0433 
514-284-0433 

Fax: 514-284-9421 


Ottawa 

275 Slater Street 

Suite 700 

Ottawa, ON 

K1P 5H9 

Ph: 800-267-2777 
613-783-6800 

Fax: 613-235-0809 


Québec City 

2600, boul. Laurier 
Suite 2630 

Ste-Foy, QC 

G1V 4M6 

Ph: 418-656-0430 
Fax: 418-656-9993 


Toronto 


North American Life Centre, Tower II 


5700 Yonge Street 
Suite 1201 

North York, ON 
M2M 4K2 

Ph: 416-221-0937 
Fax: 416-221-4181 


Vancouver 

1166 Alberni Street 

Suite 1505 

Vancouver, BC 

V6E 3Z3 

Ph: 800-661-0046 
604-682-0446 

Fax: 604-682-3005 
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WicSsA.. 
Cognos Corporation 


Atlanta 

400 Interstate N. Parkway 
Suite 1060 

Atlanta, GA 

30339-5017 

Ph: 770-951-0294 

Fax: 770-956-1698 


Boston 


One Burlington Business Center 


67 South Bedford Street 

Suite 200W 

Burlington, MA 

01803-5164 

Ph: 800-426-4667 
617-229-6600 

Fax: 617-229-9828 


Chicago 

425 North Martingale Road 
Suite 930 

Schaumburg, IL 
60173-2207 

Ph: 847-240-5222 

Fax: 847-240-0252 


Cincinnati 

4770 Duke Drive 
Suite 201 

Mason, OH 
45040-9010 

Ph: 513-398-0202 
Fax: 513-398-3125 


Dallas 

222 West Las Colinas Blvd. 
Suite 1450 

Irving, TX 

75039-5429 

Ph: 214-556-1122 

Fax: 214-556-1004 


Los Angeles 

4675 MacArthur Court 
Suite 300 

Newport Beach, CA 
92660 

Ph: 714-476-8030 
Fax: 714-476-8507 


New York 

300 Lighting Way 
Secaucus, NJ 
07094-3695 

Ph: 201-601-0300 
Fax: 201-601-0390 


Philadelphia 

1 Sentry Parkway 
Suite 6000 

Blue Bell, PA 
19422 

Ph: 610-940-1615 
Fax: 610-940-1614 


San Francisco 

5994 West Las Positas Blvd. 
Suite 215 

Pleasanton, CA 
94588-3350 

Ph: 510-734-9700 

Fax: 510-734-9976 


Washington, D.C. 

1593 Spring Hill Road 
Suite 510 

Vienna, VA 
22182-9675 

Ph: 703-448-8218 
Fax: 703-734-0456 


UNITED KINGDOM 
Cognos Limited 


Bracknell 

Westerly Point 
Market Street 
Bracknell, Berkshire 
RG12 1QB 

Ph: +44 1344 486668 
Fax: +44 1344 485124 


Manchester 

Adlington Court 

333 Styal Road 
Manchester 

M22 5LG 

Ph: +44 161 436 8888 
Fax: +44 161 436 6918 


BELGIUM 
Cognos N.V./S.A. 


Brussels 
Leuvensesteenweg 325 
1932 Zaventem 
(Sint-Stevens-Woluwe) 
Ph: +32 2725 10 42 
Fax: +32 2 720 93 62 


FRANCE 
Cognos France S.A.R.L. 


Lyon 

Tour Credit Lyonnais 
129, rue Louis Servient 
69431 Lyon Cédex 03 
Ph: +33 7863 6939 
Fax: +33 7863 6113 


Paris 

Tour Aurore 

18, Place des Reflets 

92975 Paris la Défense Cédex 2 
Ph: +33 1 4696 0835 

Fax: +33 1 4773 7394 


Strasbourg 

9, Place Kleber 
67000 Strasbourg 
Ph: +33 8814 3868 
Fax: +33 8814 3898 


GERMANY 
Cognos GmbH 


Frankfurt 

Lyoner Strasse 40 

D-60528 Frankfurt / Main 71 
Niederrad 

Ph: +49 69 665 600 

Fax: +49 69 666 1061 


THE NETHERLANDS 
Cognos B.V. 


Nieuwegein 

Fultonbaan 52 

3439 NE NIEUWEGEIN 
Ph: +31 30 602 8800 
Fax: +31 30 603 5394 


SWEDEN 
Cognos AB 


Stockholm 
Isafjordsgatan 30C 
Electrum 407 

S-164 40 Kista 

Ph: +46 8 75277 95 
Fax: +46 8 751 43 12 


AUSTRALIA 
Cognos PTY Limited 


Melbourne 

Suite 4.5A 

424 St. Kilda Road 
Melbourne 3004 

Ph: +61 3 9820 8000 
Fax: +61 3 9820 8011 


Perth 

10th Floor 

250 St. George’s Terrace 
Perth, WA 6000 

Ph: +619 321 9633 
Fax: +61 9 321 9634 


Sydney 

Third Floor 

110 Pacific Highway 

St. Leonards, NSW 2065 
Ph: 1 800811 910 

Ph: +61 2 437 6655 
Fax: +61 2 438 1641 


HONG KONG 
Cognos Far East Pte Limited 


1717 Asian House 

1 Hennessy Road 
Wanchai 

Ph: + 852 2529 5968 
Fax: + 852 2529 5759 


JAPAN 
Teijin Cognos Incorporated 


Tokyo 

3EF, Hongo Segawa Bldg. 
2-35-10 Hongo 
Bunkyo-Ku 

Tokyo 113 

Ph: + 81 35351 1301 
Fax: + 81 3 5351 1304 


SINGAPORE 
Cognos Far East Pte Limited 


750-D Chai Chee Road, #07-06 
Chai Chee Industrial Park 
Singapore 1646 

Ph: +65 444 2988 

Fax: +65 444 1866 
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Geographical Distributors 


{partial list] 


ARGENTINA 


A.D.E. Argentina 
Buenos Aires 
Ph: +541 824 8609 


Data Systemfin S.A. 

Buenos Aires 

Ph: +541 311 4951 
+541 311 4952 
+541 311 4953 
+541 311 4954 


Softtek Argentina 
Buenos Aires 
Ph: +541 394 7864 


AUSTRALIA 


Dialog Pty. Ltd. 
Brisbane 
Ph: +61 7 3236 1040 


LT: Solutions 
Adelaide 
Ph: +61 8 373 1600 


BRAZIL 


Axial Informatica Ltda. 
Rio De Janeiro 
Ph: +55 21 262 0008 


Softtek do Brasil 
Rio De Janeiro 
Ph: +55 21 247 1025 


Tecom Sistemas 
Rio De Janeiro 
Ph: +55 21577 1322 


Uniplace Sistemas De Informacao 
Sao Paulo 
Ph: +55 11 535 5297 


COLUMBIA 


Camilo Feged & Co. 
Bogota 
Ph: +571 236 2100 
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CZECH REPUBLIC 


APP Group 

Kotorska 

Ph: +42 2 6121 1678 
+42 2 6121 0366 


APP Systems 
Praha 
Ph: +42 2 6114 3400 


EGYPT 


S.M.C. 

Cairo 

Ph: +20 2 360 2216 
Alexandria 

Ph: +20 3 843 699 


EL SALVADOR 


CAT S.A. de C.V. 
San Salvador 
Ph: +503 887 4801 


GREECE 


Actis S.A. 

Athens 

Ph: +30 1 958 6661 
+30 1 958 6668 


Scicom Scientific 

Athens 

Ph: +30 1 653 6537 
+30 1 653 3207 


HONG KONG 


Advanced Database Technology Ltd. 


Causeway Bay 
Ph: +852 881 4868 


Asian Instruments Ltd. 
Kowloon 
Ph: +852 388 2291 


Automated Systems Ltd. 
Shatin NT 
Ph: +852 606 8040 


Compass Technology Ltd. 
Quarry Bay 
Ph: +852 960 1583 


Excel Consultancy Ltd. 
Wanchai 
Ph: +852 827 2829 


Foreton Consultants Ltd. 
Kowloon 
Ph: +852 710 7608 


Jardine Office Systems Ltd. 
Quarry Bay 
Ph: +852 856 7806 


Ramus Information Systems Ltd. 
Kowloon 
Ph: +852 777 9238 


System-Pro Solutions Ltd. 
Quarry Bay 
Ph: +852 880 2168 


HUNGARY 


Dynasoft 

Budapest 

Ph: +36 1 2034 272 
+36 1 2034 161 
+36 1 2034 162 
+36 1 2034 163 
+36 1 2034 164 
+36 1 2034 165 


INDONESIA 


PT Summitra Solusindo 
Jakarta 
Ph: +62 21 7390102 


ISRAEL 


Yana Systems Ltd. 
Holon 
Ph: +972 3 557 3649 


ITALY 


Gnosis s.r.l. 
Bergamo 
Ph: +39 35 314 333 


High Technology s.r.l. 

Agrate Brianza 

Ph: +39 39 605 6381 
+39 39 265 0751 


Indis S.p.A. 
Milano 
Ph: +39 22 900 0751 


SoftQuattro s.r.l. 
Milano 
Ph: +39 2 583 03516 


JAPAN 


A-Bex Laboratories Inc. 
Tokyo 
Ph: +81 3 53305991 


Canon Sales Inc. 
Nakasan 
Ph: +81 43 211 9164 


Ensycro Soft Engineering Services 
Kanagawa 
Ph: +81 462 73 7269 


K.K. Ashisuto 


Tokyo 
Ph: +81 3 3437 0651 


Nissho Electronics 


Tokyo 
Ph: +81 3 3544 8321 


SET Software Co. Ltd. 
Kanagawa 
Ph: +81 45 504 7411 


Teijin Systems Technology Ltd. 
Tokyo 
Ph: +81 3 3818 3011 


KOREA 


Lexken Corporation 
Seoul 
Ph: +82 2 3454 0320 


Samsung Data Systems Co. Ltd. 
Seoul 
Ph: +82 2 360 5939 


KUWAIT 


Al-Khaldiya Electronics Co. 

Safat 

Ph: +965 48 13 049 
+965 48 13 286 
+965 48 13 287 
+965 48 13 289 


LEBANON 


Mideast Data Systems — Lebanon 
Beirut 
Ph: +961 1 582 000 


MALAYSIA 


Berestu Ventures (M) Sdn Bhd 
Petaling Jaya, Selangor 
Ph: +60 3 7314127 


Graceline Technology Sdn Bhd 
Petaling Jaya, Selangor 
Ph: +60 3 7160818 


ISC Technology Sdn Bhd 
Petaling Jaya, Selangor 
Ph: +60 3 7173022 


Jeram Ikhlas Sdn Bhd 
Petaling Jaya, Selangor 
Ph: +60 3 7160818 


Jerlun Ace Corporation Sdn Bhd 
Kuala Lumpur 
Ph: +60 3 7563356 


QR Systems Sdn Bhd 
Petaling Jaya, Selangor 
Ph: +60 3 7351888 


SCS Computer Systems Sdn Bhd 
Selangor Darul Ehsan 
Ph: +60 3 7565800 


Seniko Sdn Bhd 
Kuala Lumpur 
Ph: +60 3 9844773 


Singre IT Sdn Bhd 
Kuala Lumpur 
Ph: +603 2824075 


Sunway Computer Services S.B. 
Bandar Sunway 
Ph: +60 3 7359996 


Teras Teknologi 


Kuala Lumpur 
Ph: +60 3 2915088 
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MEXICO POLAND SAUDI ARABIA 


Metodos Avanzados En Sistemas Trax s.c. National Computer Service Centre 
Monterrey Zielona Gora Jeddah 21462 
Ph: +528 365 6177 Ph: +48 68 269 569 Ph: +966 2 669 0223 
+528 357 3444 +48 68 268 737 +966 2 669 0233 
+48 68 270 359 
Metodos Avanzados (Mexico DF) +48 68 268 091 
Polanco i SINGAPORE 
Ph: +525 280 2886 Trax 
Keowee Apex Systems Pte. Ltd. 
Softtek D.F Ph: +48 32 315 72755 Singapore 
Col. Roma Sur Warsaw Ph: +65 224 0805 
Ph: +525 264 2010 Ph: +48 22 467 830 
Wrockann AQS-P Technology (Int'l) Pte. Ltd. 


Sofftek Mty Ph: +48 71 689 976 Singapore 
Graza Garcia Ph: +65 337 8355 


Ph: +528 336 8800 


+528 336 8900 REPUBLIC OF SOUTH AFRICA ECICS Information Technology Pte. Ltd. 
Singapore 
Compustat Ph: +65 329 5796 
NEW ZEALAND Pinelands 
Ph: +27 21 531 8004 ISP Services Pte. Ltd. 
Commercial Data Processing Ltd. Singapore 
Wellington Data Control Services (Pty.) Ltd. Ph: +65 733 1778 
Ph: +64 4 499 4280 Rivonia 
Ph: +27 11 807 4860 OSI Information Technology Pte. Ltd. 
Singapore 
FER ISIS (Pty.) Ltd. Ph: +65 741 1857 
Halfway House 
Softtek Peru Ph: +27 11 313 9000 Pacific Century Systems Technology Pte. Ltd. 
Lima Singapore 
Ph: +511 221 1592 Stocks Systems Technology (SST) Ph: +65 337 3397 
Rivonia 
Ph: +27 11 806 4338 Singre Information Technology Pte. Ltd. 
Singapore 
Synergy Computing (Pty.) Ltd. Ph: +65 324 7388 
Durban 
Ph: +27 31 207 4882 ST Computer Systems & Services Limited 
Rivonia Singapore 
Ph: +27 11 807 3330 Ph: +65 441 2811 
Rondebosch 
Ph: +27 21 685 7809 Strategic Information Systems Pte. Ltd. 
Singapore 


Ph: +65 474 0988 
Trident Infotech Pte. Ltd. 


Singapore 
Ph: +65 371 4410 
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SLOVAK REPUBLIC 


APP Slovakia 

Kosice 

Ph: +42 95 623 2263 
+42 95 623 2268 


P.V.T. Bratislava 
Kosice 

Ph: +42 95 410 5242 
Mileticova 

Ph: +427 215 500 


SLOVENIA 


Infotehna Engineering 
, Novo Mesto 
Ph: +38 668 323 127 


Razvojni Centre 
Celje 
Ph: +38 663 441 144 


STATE OF QATAR 
Mideast Data Systems 


Doha 
Ph: +97 4 449 098 


SULTANATE OF OMAN 


Imtac LLC 
Muscat 
Ph: +968 707 727 


TAIWAN 


Fast Technologies Inc. 
Taipei 
Ph: +886 2 917 5876 


UNITED ARAB EMIRATES 
Datamation Systems 

Abu Dhabi 

Pie tO ee 270 OF: 

Dubai 

Ph: +971 4373 600 


Mideast Data Systems 
Abu Dhabi 

Ph: +971 2 213 000 
Bur Dubai 

Ph: +971 4 350 300 


VENEZUELA 


Experplan Grupo Consultor C.A, 
Caracas 
Ph: +582 751 2677 


ZIMBABWE 


CHIPS 

Harare 

Ph: +263 4 735 411 
+263 4 795 355 
+263 4 724 952 
+263 4 724 953 
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Cognos, Impromptu, PowerPlay, PowerHouse, PowerHouse 4GL, Axiant, Axiant 4GL, RealObjects, and Tools That Build Business are 
registered trademarks or trademarks of Cognos Incorporated. 


KnowledgeSEEKER is a trademark of Angoss Software Corporation. Essbase is a trademark of Arbor Software Corporation. DG is a trademark of Data General 
Corporation. Digital, Digital VMS, and Digital Alpha are trademarks of Digital Equipment Corporation. Hewlett-Packard is a trademark of Hewlett-Packard Corporation. 
IBM is a trademark of International Business Machines. Microsoft Windows is a trademark of Microsoft Corporation. Express and ORACLE are trademarks of Oracle 
Corporation. Lightship is a trademark of Pilot Software, Inc. 4Thought is a trademark of Right Information Systems Limited. SUN is a trademark of Sun Microsystems Ltd 
UNIX is a trademark of UNIX System Laboratories. 


® This document has been printed on recyclable paper using environmentally friendly inks. 
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